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More than 1,500,000 “girls-in-a-million” will have wed- 
dings this year! Just think . . . this is a multi-million dol- 
lar opportunity to sell top-quality Gibson Wedding Books, 
designed for discriminating brides. To help you reach 
this lucrative market, The C. R. Gibson Company adver- 
tises in each issue of Bride’s Magazine — which brides- 
to-be and their relatives and friends use as a shopping 
guide. Why not take advantage of this by stocking a com- 
plete line of Gibson record books for brides. Send today 
for complete product information . . . it’s essential read- 
ing for greater profits. 








SELLING HINTS: Sell the convenience of 
Gibson Wedding Record Books ... the gift 
identification section (makes writing 
“Thank You” notes easier, avoids embar- 
rassing mixups). Has space for guest lists, 
mementos of engagement, wedding cere- 
mony, honeymoon, first home, etc. Suggest 
to the bride-to-be that Gibson Wedding 
Record Books make wonderful presents for 
her newly engaged girl friends. Let her 
browse through your Gibson catalog, too! 
Any item you don’t stock can be quickly 
ordered by mail. 


Gibson Memory Books...don’t. forget! 
SI 
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NORWALK, CONNECTICUT 


Showrooms at 225 Fifth Avenue, New York City 
and The Dallas Trade Mart, Dallas, Texas 


THE MOST COMPLETE LINE OF MEMORY BOOKS IN THE WORLD! 
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BINDAFILES 


BRIEF COVERS 


CARD GUIDES 


CHECK GUIDES 


DRI-LABELS® 


EXPANDING FILES 


FILES 


FILE FOLDERS 


FILE GUIDES 


FILING SUPPLIES MADE TO ORDER 


FLEXINDEX® 


FORM CARDS 


INDEX CARDS 


PENDAFLEX® 


RED FIBER EXPANDING PRODUCTS 


ROL-LABELS® 


SHELF FILING SUPPLIES 


STORAGE FILES 


TABULATING GUIDES 
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She’s Oxford’s “Little Girl Blue.” And to filing supply dealers and 


filing supply customers all over the nation she represents “the first 


name in filing.” 


That’s quite a reputation to live up to. But she—and Oxford—have 
a system: Offer the best products at the lowest possible cost, the best 
dealer service at no cost whatsoever! 


And so it is with the full line of Oxford filing supplies. Starting with 
Oxford Pendaflex, the revolutionary hanging, sliding file folders that 
operate like a filing machine, and going right on down the line to the 
new Oxford Bindafile in 34 sizes . . . Oxford products are made to 
satisfy, priced to sell. Dealers call the full Oxford line “the backbone 
of the business.” Customers look for the bright blue packaging and 
order Oxford by name. 





When it comes to dealer service, Oxford’s Little Girl Blue is in a class 
by herself, offering: National Advertising - Nationwide Distribution ° 
Warehouses and Plants Across the Country * Fast, Inexpensive Stock 
Delivery > Research and Product Development + Training Schools ° 


Regional Dealer Workshops * “Filing Ideas Centers” 





Oxford Filing Supply Co., Inc. 


Main Office and Plant in GARDEN CITY, N. Y. ” 
Factories in ST. LOUIS, LOS ANGELES and AUGUSTA, Ga. bd 0 rd 
Warehouses in CHICAGO and DALLAS a / 
In Toronto, Luckett Distributors, Ltd. ‘ " 
FIRST NAME 


IN FILING 
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AT THE 
REMINGTON 
‘LIFE TEST” 

LAB! 
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How this “thermometer” keeps Remington 
machines healthy (and customers happy) 


You are watching a temperature re- 
cording of an adding machine’s motor. 

Strange? Normally, yes. But this is 
the Remington “Life Test” Lab. And 
strange events are routine. 

Take our “thermometer” test. Ro- 
bot fingers punch away at the adding 
machine. Enter and index. Enter and 
index. Hour after hour. 

As the machine cycles away, our 
curious instruments measure and re- 


cord the motor’s temperature, at the 
coils... where it’s hottest. 

Rather than shoot for an acceptable 
temperature—at an acceptable cycle 
speed—the Lab doubles the speed and 
still demands a cooler motor. 

If the temperature hits the “Life 
Test” maximum a good motor’s 
not good enough for Remington. 

The “Life Test” Lab sets the stand- 
ards, and every part of a Remington 


adding machine must meet them. In 
no less than 3 different stages. 1) In- 
dividual components. 2) Hand-as- 
sembled model. 3) Production model. 

The standards make life harder for 
us. But easier for you. And for your 
customers, too. 


Office Machines Division 


Hemington_ Fkand. 


DIVISION OF SPERRY RAND CORPORATION 


For greater adding machine profits, the man to see is from Remington, Contact your nearest office or write Remington Rand, Dept. 97! -mS, 315 Park Ave. South, N. Y. 10, N. Y, 


* See us in Room No. 649 at the NSOEA Convention 


- - - for more details circle 76 on last page 
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DEAR 
READER 


The four-color cover on_ this 
jssue is the first such editorial use of 
color in the 41-year history of Mop- 
ERN STATIONER. We hope you like 
it, and we hope to use similar color 
reproductions on occasion in the 
future. Ours is indeed a photogenic 
industry, worthy of this colorful 
treatment. 

The furniture department of 
Eriksen’s in Toledo was responsible 
for the cover installation, in which 
one room does double duty as exec- 
utive office and conference area. 
You will find the details with a story 
about Eriksen’s in the feature 
section. 

Another innovation with this issue 
isan official, though hardly discern- 
ible, name change. It’s now: 


MODERN 
STATIONER 


SERVING THE OFFICE PRODUCTS DEALER 


For 36 years it was simply “Mod- 
em Stationer.” Then for five years 
it became “Modern Stationer and 
Office Equipment Dealer” to re- 
flect enlarged circulation and great- 
ly expanded editorial interests. 
Most of you still called it “Modern 
Stationer,” of course. And some 
persons in the industry recognize 
only a limited definition of office 
equipment, even denying that a 
typewriter or adding machine is of- 
fice equipment in the limited sense. 
With a new subtitle, “Serving the 
Office Products Dealer,” our edi- 
torial aims should be completely 
clear. 

Also new in this issue, as if all 
the above weren’t enough, is the 
work of Jack O’Connor, new field 
editor in our New York offices. He 
Visited Boise’s in Plainfield, N. J., 
for the story on page 24 and he 
plans to see many more dealers in 
the East while gathering material 
lor future issues. 


on Pecks, 


SEPTEMBER 1961 





MODERN 
STATIONER 


SERVING THE OFFICE PRODUCTS DEALER 


SEPTEMBER, 1961 VOL. 40, NO. 9 


24 A Store Without Clerks 


Winning ways of a New Jersey operation described 


28 Topping Quotas in A Farm Area 


A Colorado dealer opens a new sales field 


30 Check Those Shipments and Invoices 


Without a foolproof system, you can cheat yourself 


31 A Shortcut to Contract Work 


Supplier’s design service helps sell furniture 


32 Gift Wrapping for Profit 


An office supply dealer makes a big thing of gift wraps 


34 Chicago Show Program Announced 
The 1961 NSOEA convention will be different 


How Eriksen’s Sells Office Furniture 
The dealer behind the cover installation 


Lines and Letters 

Capsule Comments 

New Products 

A Letter From Washington 
In My Opinion 

News, People and Events 
Miscellany in the News 
Views of the News 
Yours For The Asking 
Classified Advertisements 


The Stationers Calendar 


A versatile Toledo installation provides two offices 
Cover Photo in one—executive space and conference room. See 
story page 36. (Photo courtesy The Globe-Wernicke Co.) 


Publisher HAROLD O. SHIVELY 
Managing Editor DON FISCHER 
Associate Editor GENE GRUBA ——— 


Assistant Editor JACK O’CONNOR 5 PA 


Circulation Manager HERB HOENE 
Production Manager EARL HINTZ 


DAVIDSON PUBLISHING COMPANY 


1 Eas: First Street, Duluth 2, Minnesota 

New York 17: Robert Shearman, 480 Lexington Ave., TN 7-0011 
Chicago 1: Edward T. McGoldrick, 221 North LaSalle St., CE 6-1600 
Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BR 2-1465 

San Francisco 5: J, A. Converse, 274 Monadnock Bidg., YU 2-3029 


MODERN STATIONER is published monthly by Davidson Publishing Company, Publication 
office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, Duluth 2, Minne- 
sota; Business offices, 480 Lexington Avenue, New York 17, New York; Marshall Reinig, pres- 
ident; Robert Edgell, executive vice president; Harold O. Shively, vice president; Anita Reinig, 
secretary; Gene Kuefner, treasurer. Single copies 30c. Subscription rates, $3.00 per year; 
Canada and foreign, $5.00 per year. 
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DETROIT, MICH. —___ 75\lbs. 
ATLANTA, GA. 75 Ibs. 
ST. LOUIS, MO. 


ROYAL'S SPECIAL VOLUME DISCOUNT PRICES MAKE EXTRA PROFITS FOR YOU! 
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“Retailing’s toughest problems for the second half of the year, in order of frequeng 
of mention, will be (1) the need for better and more adequately trained personne 
(2) expense control; (3) competition from discounters; (4) big stores and shog 
ping centers; (5) the additional wage cost from extension of the Federal Minimum 
Wage Act; and (6) the need for the revitalizing of downtown areas.”—From sug 
vey of merchant opinion by National Retail Merchants Association. 

* * * 


“A stationer should be more than a good salesman and businessman. He mu 
provide service to his customers and advise them how modern methods and inng 
vations can improve their business.”—Jean Ayotte, fourth generation stationer ar 
current president of the Stationery and Office Guild of Canada. 

* * * 


“Most buyers (even the big ones) need help when it comes to furnishing an officg 
and that doesn’t mean assistance in reading the catalog. Mostly, we think, 
means help in relating your merchandise to their needs. This may call for a li 
advance research on your part: what kind of business is it? . . . what is its histo 
. .. What are its plans for the future? In other words, forget the equipment you’ 
got stored in the back room and would like to unload as soon as possible; ge 
involved in your client’s problems. Make his business your business and you 
soon profit from both.”—Bentson Diamond. 
* * oe 


“Cultivate the little company and the little man in the big company. They bot 

grow. It’s a long-range process, sure, but it’s like planting asparagus. It take 

three years to get your first crop, but after that the shoots come up every year will 

practically no effort on your part.”—Louis M. Brown, president of Eberhard Faber 

Inc., in The American Salesman article on “Fine Points of Louis Brown’s Selling. 
* * * 


“Development of new accounts is a difficult and highly complex task requirir 
creative insights and skills possessed by relatively few salesmen. The opening a 
new accounts is, therefore, a task the average salesman is ill prepared for ang 
cannot successfully perform. It is, in fact, a task he does not wish to undertaki 
since it diverts him from the ‘order taking’ job from which he earns his livelihood. 
—From George N. Kahn article in Sales Management, suggesting twin sales forces, 
one to maintain and build existing accounts and the other to concentrate who 
on developing new business. 
ok * * 


“Qne dealer salesman reported closing a $30,000 deal by reviving what he had 
thought was a lost order.”—Royal Metal report on dealer reaction to sales training 
seminars. 

ok * * 


“On the first morning after the circulars were mailed, there were 20 phone ca 
from people inquiring about our exact location. Since I have been doing busi 
ness in the same location for 16 years, I certainly was surprised that anyone iff 
this city of 32,000 did not know the store’s location.”—Quotation from Cali 
fornia drug store operator who boosted school supply sales 33 percent with mai 
ing of back-to-school circular to 10,000 local families. 

* * * 


“There has been an increasing need to supply to the harried storekeeper expert aid 
in handling his ever-growing product lines, which he must install as he serves more 
and more customers. Caught in this bind of more products and more customefs 
the man behind the counter simply does not have time to give proper attention t@ 
display and service of individual products.”—Announcement of new National Re¥ 
tail Service Co., offering free to retailers expert periodic display improvement, 
stock clean-up and rotation, merchandising advice and other assistance on a selected 
few major sundries lines including Westclox and Scripto. 
* * * 


“Color treatment in offices should have a more practical purpose than beauty 
alone. The modern office is a work space where visual and mental tasks are per 
formed and where the environment should assure efficiency, comfort and relief 
from fatigue over long periods of time.”—Steelcase announcement of new furn 
ture colors. 
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CUT iTOUT! 


GADGE T 


=CLiPiT 


wewsparens” MABAZIPES” o> 


TO OFFICES, SCHOOLS, HOUSEWIVES 
The amazing CLIPIT is completely different from any 


other paper cutter and has tremendous sales possibilities. 


roe nam 8088 Here is a portable hand paper cutter that can be carried 


A Completely New in pocket or purse. The CLIPIT ends messy clippings. 
and Patented Item That Fits The a 
Stationery Department Just slide the CLIPIT blade around desired clipping area 


You win two ways profit-wise: on the sale of . : : . 
the CLIPIT and on the sale of replacement and remove the neatly trimmed clipping. Practically 


cutting heads. Here's the deal — . 
everyone of your customers can use a CLIPIT. Show it 
12 CLIPIT Cutters packed in handsome mer- 


chandising display - - - Retail$11.76 ...and you'll sell it! 
Yourcost - - - - - +--+ = 7.06 


Your profit- - - - - + + + $4.70 


A FULL 40% 
12 CLIPIT Replacement 
Cutting Heads - - - - Retail $7.08 
Mupeost. 2 2 © © © «© « « 4.25 


Ask your distributor about this deal 
or write for free sample and literature to: 


~ 
Nour profit - - - - + + - - $2.83 i | iP) Y oe yoennnises 


A FULL 40% / 
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Split-Seat Secretarial Chair 400 


A radically new secretarial 
chair called the Adjust-A-Matic 
is now ready for mass dis- 
tribution according to Reming- 
ton Rand Systems. The seat on 
the chair is split in two equal 
halves, each half responding to 
the weight and movement on 
the two “halves” of the body. 
Each of the two _ individual 
sections of the _ self-aligning 
chair seat are mounted on a 
flexible universal joint. Sur- 
rounding each joint is a large 
foam-rubber block that re- 
sponds to every body movement, 
supporting body weight in a way that does not cause cramped 
circulation or fatigue. 





New Furniture Colors 401 

A new group of office furniture colors for both finish and 
upholstery, created to provide more pleasant and efficient of- 
fices has been announced by Steelcase, Inc., Grand Rapids, 
Mich. Introduction of the new colors came after months of 
study by Steelcase color researchers working with Faber Bir- 
ren, noted color consultant and president of American Color 
Trends. According to Steelcase, a most important development 
is Optical Grey which has been added to the standard line 
of colors. In addition to being available as a furniture finish, 
new easy-on-the-eyes Optical Grey is available in two new 
patterned plastic laminate desk and table tops. Optical Grey 
is neutral in tone that effects an ideal compromise between 
any extremes of brightness which may be within the employee’s 
field of vision. Standard colors which were retained in the 
Steelcase line on the basis of the color research are: Metallic 
Grey, Desert Sage, and Mist Green. Black is the fifth standard 
color. A wide range of custom colors have been selected 
which meet the decorative recommendations made by lead- 
ing designers and color stylists. Included in this group are: 
Autumn Haze, Blond Tan, Charcoal, Cordovan, Ash Grey, 
Silver Grey, Metallic Blue, Bamboo, Terra Cotta, Glen 
Green, and Fern Green. To round out the wide range of 
color offerings, Steelcase and Birren have selected six accent 
colors: White, Blue, Flame, Primrose Yellow, Emerald Green 
and Pumpkin. 


Portable Auto File 402 
$ A new portable automobile 
“office”, the Travel File, for 
salesmen, executives, and au- 
tomobile owners is being man- 
ufactured by Kay’s Travel File 
Co., Union City, Tenn. The 
combination filing cabinet, 
storage compartment, and port- 
able auto desk is made of 
' heavy gauge steel and is vinyl 
covered. The top is padded to serve as a comfortable arm 
rest or child’s seat when the file is closed. It holds up to 
300 accounts, making it ideal for the longest sales routes, in- 
surance debits, and similar uses. It is usually supplied with 
100 5x8 index cards, 50 file folders, and an A-Z index. 
Available in a variety of colors, it is contoured to fit snugly 
in the front or rear seat of a car. There is no installation and 
it can be removed and carried into a hotel, motel, or office 
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by simply picking it up. The top opens to form a flat writing 
surface. It weighs approximately 12 lbs. With folders, cards, 
and index, the Travel File retails for $12.95. It can also be 
obtained without the folders, cards, or index for $9.95. 


imprinted Dealer Cards 403 

Pleasant ways to spur 
charge account renewals are 
offered by Gibson Greeting 
Cards, Inc., of Cincinnati. A 
series of friendly, colorful greet- 
ing cards act as effective re- 
minders to revive inactive 
charge accounts or maintain 
current customer relations. Cap- 
tions are brief, lightly humor- 
ous: “It’s not a bill . . . it’s 
not an ad; it’s just to say that 
we'll be glad ... . to see you 
shopping in our store again!” Sizes vary in square and rec- 
tangular shapes. Price of the new cards includes envelopes 
and short 3-line store imprint; $6.00 per hundred (100-1,000); 
$5.00 per hundred (1,000-5,000); $4.00 per hundred (5,000 or 
more). 





Book Covers 

Washable, waterproof and 
wear-resistant Plasticoat book 
covers in polyethylene pack- 
ages of four, pre-priced to sell 
at 39 cents, are offered by The 
Colad Company, Inc., 701 Sen- 
eca St., Buffalo 10, N. Y. The 
covers are available in seven 
assortments to satisfy students 
of all ages—including a big 
name college assortment, color- 
ful modern themes, and hu- 
morous title assortments. One 
size cover folds to fit most 
textbooks without cutting or 
pasting. A full color insert in 
the poly-paks illustrates the package contents. 





Metal Engraving Machine 405 

A new machine to engrave 
seals in a matter of minutes 
has been developed. Up to now, 
seals were made by hand strik- 
ing a steel stamp into the 
brass seal. This resulted in un- 
evenness in radii and variation 
in depth, so that when the fin- 
ished seal is pressed some let- 
ters cut through the paper and 
some letters are not deep enough. Now seals can be engraved 
on a machine called Engravograph. Because the machine is 
tracer-guided, anyone can operate it and be assured of perfect 
work. The radius will remain constant, since the fixture turns 
on its axis in relation to the center of the seal, and the depth 
will be uniform because of the automatic depth regulator. The 
same machine is designed to make signs, nameplates, and 
dies for rubber stamps as well. Model I-LE, with fixture 
and master for engraving seals, is priced at $485. For further 
information, write New Hermes Engraving Machine Corp., 
154 West 14th St, New York 11, N. Y. 
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405 

to engrave 

of minutes 

Up to now, 

hand strik- 
A “gt . More selling advantages than any other non-refillable pen on the market! The extended tip lets you see 

ec , 
nd variation as you write... the full-length cartridge guarantees longer writer mileage. . . the matching Point Pro- 
hen the fin- tector and adjustable clip make NOBLOT ideal for pocket or desk. ..and EBERHARD FABER's famous, 
a ee = fast acting ‘‘WHITE PEARL” ball pen eraser tops it off! Blue, Red, Green, Black ink. 39¢ retail. 

e aper ¢ 

be et See your EBERHARD FABER representative or write: SALES DEPARTMENT, EBERHARD FABER—your 


> machine is one source of supply for all writing needs. 
-d of perfect 
fixture turns 
nd the depth 
gulator. The ee 
gy EBERHARD FABER 
For further pila 4 Quali im writing 
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Wilkes-Barre, Pennsyivania-New York-Toronto, Canada 
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Glass Greetings 406 
The 1961 selection of Flair 

Glass Greetings numbers 12 

assorted _ styles. The display 

units available have been ex- 

panded to accommodate 12 


trays in a space of 28 x 16% 
x 6 inches. For dealers who 
have the old nine-tray display 
unit an adaptor is available up- 
on request. The humorous 
Christmas Greetings that can 
also be used as candy dishes 
or ash trays, come gift wrapped 
in a mailing box which can 
be sent anywhere in the United 
States for 12c postage. Retail price is $1. Wholesale price 
is $6 per dozen. A display rack is free with an order for 
one gross of assorted glass trays. For samples or informa- 
tion, write Flair Cards, 537 W. 53rd St., New York 19, N. Y. 





Plastic Post Binder 407 
A new Acco Plastic Post 

Binder can be used for both 

burst and unburst marginally 


punched forms. It has flexible 
posts of crack-proof red vinyl 





plastic that fit through the 
small holes in the punched 
forms and then lock firmly 
into rugged all-metal fasten- 


ing devices on the front and back cover. Forms can be 
added or removed from both front and back. Time 
studies show that because of its simple operation, the 


for Big.. Bigger.. Biggest waste needs 





Ideal for mail rooms, washrooms, central waste pickup and other 
heavy waste areas. Sanitary, virtually indestructible plastic—water- 
proof for wet or dry waste. Easier to clean, no dirt or moisture-trapping 
corners or seams. Corrosion-proof, resists colas, syrups, soaps, acids. 
Rugged construction for year ‘round use, inside or out. Noiseless, 
can’t mar walls. Sizes fit popular waste receptacles. High utility and 
long service cuts your waste costs. 


F 


BBERMAID INC 





new binder takes 25 percent less time to assemble, load and 
unload than other binders. The binder opens out flat, sg 
that even the inner margins of the forms are visible. Cover 
flush with the forms. Since there is no excess bulk o, 
bulge, filing and stacking are easy. Capacity is six inches 
\ variety of sizes is available, to fit any marginally punched 
Covers are made of flexible pressboard, embossed fo; 
easy labeling. They are available in a choice of 12 colors 
Scored hinges are standard; cloth hinges available on speciaj 
order. Suggested retail prices are $1 and up, depending op 
size and quantity. They are shipped 10 to a box. 





are 
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Studio Christmas Cards 
The 1961 Village Line of 
original studio cards for Christ- 
mas features extra long and 
slim cards with matching enve- 
lopes, all brightly silk screened 
in elegant colors and designs to 
retail at 35 cents and 50 cents 
each. They are available from Nile Running Studio, 247 West 
First St., Claremont, Calif. The same publisher offers the 
Running Line of original silk screened renderings of contem. 
porary, all new designs to retail at 15 cents and 25 cents each 


408 





409 

American Greetings is en- 
larging its 1961 box selection 
of one design Christmas cards 
Retail prices in the one design 
series range from $1 to $3 
The selection in the $2 box 
Ine in this series has been doubled since last season, as also 
has the prestige $3 series. In addition to the one-design pro- 
gram, AG is offering both open stock and boxed card assort- 
ments in a variety of sizes, shapes and colors. Dealers may 


One-Design Cards 
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Rubbermaid 
Wastebaskets | ¢ 


super sizes 
for efficient 
and economical 
waste handling 


(left to right) 


No. 3550—13 dia. x 27 


13 gallon capacity 


high 


No. 3552—15%" dia. x 30 


22 gallon capacity 
No. 3560—14 


19 gallon capacity 


No. 3562—14 


square x 28 
23 gallon capacity 


No. 3564—19 square x 32'4" high 
50 gallon capacity 


COLORS: Grey and white 


high 
high 


square x 23 


high 





Ask Your 
Supplier 
or Write— ‘ 


Rubbermaid 





e COMMERCIAL DIVISION « WOOSTER, OHIO e COOKSVILLE, ONT. 
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dealer salesmen with S & H Green Stamps 
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FRE EH, gifts! Make this your biggest, happiest Christmas ever. Earn perfect 
RENEE ot Sime el 


presents for you and your entire family with this terrific program. Every Cosco dealer salesman 


wal who registers will receive S & H Green Stamps with every Cosco “Director” Chair he sells. 
high 


You’ll fill stamp books like magic . . . choose gifts for every member of your family from the 


igh 


PLAY SANTA TO YOURSELF...SIGN UP NOW! 


- - - for more details circle 47 on last page 
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, . aie ; 
giant S & H full-color catalog of top brand name merchandise. Enroll today! Start winning now: 


HAMILTON COSCO, INC. + COLUMBUS, INDIANA 
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NEW PRODUCTS 





select from several promotional deals ranging from $25.35 to 
a full width selection of Christmas open stock for $266.35. 
And AG has broadened its Christmas Hi Brow line to 18 
“humorous, yet in good taste” designs. It also is offering 
four designs in the off-beat Hi Brow Christmas gift wrap, 
each reteailing for 39 cents. Inquiries can be directed to 
American Greetings Corp., 1300 W. 78th St., Cleveland 2, 
Ohio. 
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bankers, of- 


Pocket Record System 





Busy executives, 
fice managers, and attorneys 
can conveniently plan __ their 
work days and keep a precise 
account of time and money 
spent on each project by us- 
ing a simplified new planning 
aid called the Pocket Day-Tim- 
er. Designed especially for 
people whose work takes them 
away from their desks, the 
new wallet-style pocket unit is 
available from Day-Timers, Inc., 
Allentown, Pa. The pocket unit provides a virtually auto- 
matic system of memo making and eliminates loose notes 
which can be misplaced or forgotten. Invented by an Allen- 
town, Pa. lawyer for his own use, the Day-Timer system was 
first made available to other lawyers and then developed for 
new fields. The wallet-style pocket unit is available in leather 
or black plastic, accompanied by an extra fine-line ball point 
pen, compact desk top file box with file-ledger folders, a 
six-year planner, 12 monthly booklets with two pages for | 
each day for recording events, appointments and reminders | 
of things to be done and time and money expended each day, 
and an address and phone card. Price of the set is $9.75 with 
plastic wallet, and $14.25 with oak-colored Ghana cowhide 
or black English Morocco wallet. 


























Duplicating Inks 

Klean Write Super Emul- 
sion Inks, instant-drying inks 
formulated for use on bond 
paper and post-card stock as 
well as mimeograph paper, are 
now being marketed nation- 
wide by the Franken Manufac- 
turing Co., 285 Rio Grande 
Boulevard, Denver, Colo. In 
semi-paste or paste form, the 
new inks reportedly eliminate 
the necessity to slip-sheet, or to | 
use special paper. Slick, bond, { ee S| 
and even post-card stock can be utilized w the sharpness | 
and clarity of print equal to offset printing. The company says | 
the inks dry so rapidly one can run a finger over the copies 
the instant they come from the machine without smearing | 
the ink. Yet, the inks are guaranteed not to dry or harden on | 
the pad of any duplicating machine. Trial orders of the new 
inks are available at $2.75 per pound for the No. 726 Liquid | 
Form; $2.90 per tube for the No. 200SE Semi-Paste Form; 
and $2.65 per tube for the No. 100SE Paste-Form for silk 
screen machines. 
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Created with warmth and wit is | 

a series of 12 “What is a... ?” 
greeting cards from Rust Craft 
Publishers entitled “Candids.” The 
twelve 50 cent titles in the popular 
style first created by Rust Craft 
with “What is a Boy?” and “What 
is a Girl?”, includes full-color word portraits of Father, Mother, 
Continued on page 56 | 


Greeting Cards 
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MODEL 4160 


Heavy duty with big, sturdy 
184, x 1954" top, under- 
coated. Full tubular legs. 
Large drop leaf shelf po- 
sitions flush or offset. Mod- 
esty shield. Superior ele- 
vating device with safe re- 
lease lever. 


MODEL 4150 


The 153%" x 19)" 
top is reinforced 
and undercoated 
Drop leaves ar 


1534 x 9". Full tuby 
lar legs. Has mod 
esty shield. 














MODEL 4299 Special purpose swivel chair. Adjust- 
able height 25 to 29". Cushioned seat and back rest. 
Tubular legs and ring. 


MODEL 4113 Contoured back has two-way adjust: 
ment. Tubular legs. Seat is 14" dia. Height adjusts from 
24 to 31". 


MODEL 4111 Tubular legs, 14" dia. 
back. Height adjusts from 24 to 31". 


seat, without 
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MODEL 4260 
Secretarial Posture Chair. 
Five height and tension ad- 
Adjust- justments. Cushioned seat 
=k rest. 
and backrest, welted. Un- 
: dercoated steel base. Plated 
adjust- 
is from scuff plates, and other qual- 
ity features. 
without 
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OFFICE EQUIPMENT 


MODEL 4261 


Chair. 
Tension and 4" height ad- 
justments. Nylon bushings at 


Flexback Secretarial 


wearpoints. Seat and back 
cushioned. Undercoated base 
Steel scuff 


plates. Ball bearing casters. 


for quietness. 


PME 








NEW FROM H-O-N 
Chairs * Stools « Stands 


H-O-N moves forward again. These basic items 
of office furniture strengthen the company’s 
position — and provide H-O-N dealers with 
greater opportunity for profit. Here is addi- 
tional reason for H-O-N to say — "More and 
more the complete source for your store." 


Like More Details? 


Ask for colorful brochure on the 
complete new line of H-O-N 


chairs, stools, stands. Address 
Sales Dept., H-O-N Co., Musca- 
tine, lowa. 


MODEL 4220 Executive Swivel Chair with arms. Has 2" foam 
rubber on saddle shaped seat. Padded arm rests. Welted and 
seamed. Plated scuff plates and other quality features. 


MODEL 4240 


Side Chair with Arms. Seat 
is cushioned with 2" foam, 
back |"; welted and seamed. 
Padded arm 
tubular legs and arms. Wall- 


rests. Square 


saver legs have plated rub- 


ber cushioned glides. 









H-O-N 


OFFICE EQUIPMENT 
















MODEL 4250 


Side Chair without Arms. A 
companion to Model 4240. 
Seat is cushioned with 2" 
foam, back with |": welted 
and seamed. Both side chair 
models have saddle shaped 
steel pan seats. Wall-saver 
legs, cushioned glides. 
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THE PRESIDENT OF SWINGLINE 


moves 
merchandise 


off your 
shelves 





You’ll always find the President of Swingline in there pitching for 
you... working with you to help move merchandise off your shelves, 
How? By supplying you with the merchandising and promotion } 
aids you need to increase sales. Use the Eye-stopping Window 
Displays, Sales-building In-Store Displays, Provocative Follow-up 7 
Material, Swingline makes available to you. They’ll produce more 
sales for you because Swingline backs you up with dramatic full 9 
page color advertisements in U.S. News and World Report, Busi- 
ness Week, and Newsweek, plus Purchasing Week, Today’s Secre- 7 
tary, etc....the largest campaign in Swingline history. Write for 
details or see your Swingline Sales Representative. 


Speedpoint — the only pre- 
mium staples sold at list 





INC. concis.ano city 1, NEw YORK 


World's Largest Manufacturer of Staplers for Home ana Office + In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Cai 
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Washington, D.C. 

August 15, 1961 


Consumer purchases of stationery ana writing supplies set another new 
record in 1960, according to the Office of Business Economics, The Commerce 
Department branch estimated retail sales at $1,10,000,000. This represents 
a substantial increase of $88 million over 1959, when sales jumped over the 
billion-dollar mark for the first time in history. 








The price of writing paper to the stationer on the average has remained 
unchanged for many months, the Bureau of Labor Statistics reports, With the 
average 1947-9 prices set at a base mark of 100, prices throughout this 
year remained at 143.6 at the wholesale level, only 0.) percent over the 
early 1960 mark. 


Stores and companies witn a net worth ranging between $20,000 and 





$200,000 survive almost in spite of themselves in a shocking number of cases, 
the Small Business Administration concludes on the basis of a series of field 
studies. Well over a third otf the proprietors, managers and bookkeepers 
surveyed had no training in accounting or finance. 





Sheer ignorance of financial tools can be costly in a decision whether 
to add or abandon products (cost allocation) or in determining whether to 
purchase in larger quantities at lower prices (break-even analysis). SBA 
hopes to do something about the situation, It plans a series of guides 
geared to the financial problems of specific industries and trades, 


The Treasury Department has again come out flatly against the House-~ 
passed bill to allow self-employed persons tax deductions for amounts set 
aside for their retirement, Conceding that professional people and the 
owners of unincorporated businesses receive none of the tax concessions that 
many employees receive under pension plans, Stanley Surrey, Assistant Secre- 
tary of the Treasury, told the Senate Finance Committee that the bill would 
swing the pendulum of discrimination the other way. The bill, he testified, 
"would result in very substantial differences in tax treatment for pension 
purposes not only for self-employed individuals as compared with owner-~ 
managers of corporations and self-employed as compared with their employees, 
but also among self-employed people themselves," 








Hearings on the truth-in-lending bill by a Senate subcommittee wound 
up with a ringing denunciation by the National Retail Merchants Association, 
Witnesses for the group contended that the legislation is unworkable; does 
not take into account the existing structure of various methods of extending 
credits; and does not provide a feasible means of expressing financing charges 
in terms of percentages or actual dollars, 











There appeared little chance that the truth-in-lending bill could get 
through Congress before adjournment, but the legislation will still be alive 
when the second session of the present Congress convenes next January, 


Also going over to the next session will be the resale price mainte- 
nance or Fair Trade bill, A Senate Commerce subcommittee was looking over 
the legislation in early August but showed no disposition toward speed. A 
group of the bill's proponents held informal meetings with officials of the 
Justice Department and the Federal Trade Commission but made little headway 
in changing over the traditional opposition of these agencies to what they 
call plain price fixing. 








One of the leading proponents of the bill, Maurice Mermey, head of the 
Bureau of Education on Fair Trade, told the Senate subcommittee that "the 
overwhelming majority of the 2,800,000 retailers in the United States, to- 
gether with large numbers of both wholesalers and manufacturers, endorse 
and support the objectives of the bill." 


Rep. Bruce Alger (R., Texas), whose state has no Fair Trade law, testi- 
fied, "This is price fixing and violates antitrust law. It permits vertical 
price fixing, which results in horizontal price fixing at the retail level," 
Rep, Alger contended that widespread Fair Trade would simply mean that large 
discounters and department stores would shift to private brand names and 
continue to undersell the smaller retailers, 


Growing concern among business groups and trade associations over the 
Internal Revenue Service crackdown on business expense accounts prompted 
Mortimer Caplin, Internal Revenue Commissioner, to make this statement: 








"While it is true that we have intensified our audit activities in the 
travel and entertainment expense area, there has been no change in the 
concept of what constitutes a deductible expense. Those expenses which are 
clearly shown to be for business purposes will continue to be allowable under 
existing law." Mr. Caplin said he had looked over a number of cases around 
the country where tax agents had disallowed expenses and that most dis- 
allowances were made to eliminate expenses of wives and children, spending on 
side trips, vacations purporting to be business trips, and for lack of sub- 
stantiations of expenses incurred, 


Tighter credit is a distinct possibility for the early winter, The 
Federal Reserve Board is keeping close watch on developments arising from 
the defense buildup and will be in a position to take quick action to ward 
off inflation. 





Board officials are not as optimistic as Administration leaders that 
high unemployment and over-capacity in many industries will ward off "classic 
inflation." The Board's prime weapon is manipulation of the rediscount 
rate -= the interest banks pay on money they borrow to make business loans, 
Any change in the rediscount rate shows up almost at once in bank rates, 


Major Eastern railroads are now allowed by ICC to charge for hitherto 
free pickup and delivery services on small shipments, Allowable charges 
range from 60 cents per hundred pounds in New York City to 20 cents in small 
cities . .. . A reorganization of the Business and Defense Services Adminis- 
tration will greatly expand the functions of the old Office of Distribution. 
Luther Hodges, Commerce Secretary, says "the Office of Distribution becomes 
the Office of Marketing Services and will be strengthened and expanded," 
































INSTANT LABEL-MAKER 
for office and shop 

Plasti¢/ raised-letter 
labels in seconds 





ee ee ee eae 


This featherweight, indispensable 
TAPEWRITER* prints colorful profes- 
di - sional labels in seconds... Any name, 

bs Fa aes” any legend, any length —out it comes 
instantly, in crisp raised letters in 

contrasting color on sparkling plastic 
labels. Self-sticking indoors and 
out... immediately identifies doors, 
\ drawers, shelves, files, pipes, 
\ switches, equipment — anything! 
Everything in office, shop, or store, 
looks better and works better with 
TAPEWRITER labels. $24.95 


Ask your dealer or wholesaler for a dem- 
onstration ...or write for information and 
sample. 


hie iat, poe ‘ Ora ci 


‘Trademark of DYMO INDUSTRIES, INC., DEPT.MS32950 7th Street, Berkeley 10, California 
- « « for more details circle 35 on last page 
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THE FIRST REAL 
IMPROVEMENT 
IN POST BINDERS 
IN 90 YEARS 


Rubber End Caps Vinyl-Guarded Covers 


Housing ri | Ye 


succe 

Ev 
sales 
itless 
for si 
ina 
tiona 
ment 








WILSON JONES “CYCOLOK” BINDERS USE MODERN PLASTICS 


From the best of modern plastics, Wilson Jones 
creates the world’s finest post binders. CYCOLAC*, 
a tough, strong plastic, replaces old-fashioned 
metal tubing...gives these binders a lightweight, 
indestructible housing for the improved locking 
mechanism. Retains a smooth, unscuffed appear- 
ance for years. 


Stiff, sturdy covers are VINYL-GUARDED to take 
years of hard wear, without showing it. They stay 


clean and fresh-looking. RUBBER end caps pro- 
tect desk and filing cabinet tops. Metal hinges. 


Give all these extras to your customers at no in- 
crease in price. Two popular models: RAVEN, in 
vinyl-guarded black Levant simulated leather; 
and NOMAD, in vinyl-guarded blue canvas. Call 
your Wilson Jones representative and ask to see 
the most modern, easiest-to-sell post binders 


made. £®TM of Borg Warner Co. 


WILSON JONES 


209 S. JEFFERSON ST., CHICAGO 6 + NEW YORK + BOSTON - ATLANTA SAN FRANCISCO 


Available in Canada: Wilson Jones Company (Canada) Ltd., 7 Ingram Drive, Toronto 15, Ont. 
© 1961, W. J. Co 


« + = for more details circle 91 on last page 
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In my 


Opinion 


Steps Toward ‘Profitless Prosperity’ 


Mest of you will find it hard to 
imagine an office supply dealer 
with a million dollar annual sales 
volume and no net profit. 

Yet there are such operations. 
And from them we can draw some 
examples and lessons for the thou- 
sands of smaller dealers who look 
upon a bigger sales volume as their 
sole goal and their main measure of 
success. 

Even in good times with rising 
sales a dealer can experience “prof- 
itless prosperity.” Possible reasons 
for such a condition were discussed 
ina recent Newsletter from the Na- 
tional Stationery and Office Equip- 
ment Assn. The cure lies in cost 
control, and the danger is said to 
be especially great when the econ- 
omy begins turning up, because 
many businessmen will then lose 
the economies won during a reces- 
sion or slowdown. 

The point is that you can never 
ease up on cost control and expect 
to prosper. Seven danger signals 
are mentioned. By checking them 
periodically, you can stop profit- 
sapping trends while there’s still 
lime to take corrective action. 

A first thing to watch for is 
whether profits are growing more 
slowly than volume. You may be 
satisfied with a smaller profit per- 
centage as business increases, but 
there must be a point at which this 
trend is halted. It’s easy for rising 
total dollar profits to mask thinning 
profit margins. 

Higher payroll and selling costs 
per unit are a second danger for 
“prospering” dealers. The bonuses 
you pay for top volume sales, the 
quantity discounts that cost you 
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more than expected, and the over- 
time you pay while hiring and train- 
ing new employees all of these 
act as built-in accelerators to boost 
per-unit sales costs as volume and 
workload climb. 

A third danger signal develops if 
indirect payroll fails to drop, per 
unit, as total volume picks up. Any 
increases in supervisory costs should 
be less than the percentage increase 
in direct labor. 

Fourth is the danger that inven- 
tories will pace the climb in sales. 
When sales start slipping, you have 
many reasons for not cutting inven- 
tories proportionately. There is a 
basic stock selection and a minimum 
quantity you need to do business. 
By the same token, in a period of 
rising sales, management is justified 
in insisting that inventories must 
not be allowed to expand propor- 
tionately. Sales people may push 
hard for bigger inventory backing, 
but if the market is good they 
should not need the crutch of such 
inducements. The inventory prob- 
lem can also arise from a relaxing 
of buying schedules which were or- 
iginally determined to cut costs. 

As sales climb, it’s normal to 
loosen up a bit on credit standards. 
And this can result in a fifth danger 
signal of “profitless prosperity.” 


Receivables can easily grow to the 
point where you have too much 
capital tied up in operations. Or 
buying in bigger amounts to “save” 
money can tie up too much of your 
operating funds. These areas must 
be watched even when sales are 
jumping. 

If everybody starts okaying “mi- 
nor” expenditures, you have an- 
other danger signal. When sales 
take a sharp turn upward, the ten- 
dency is not to keep the cost-control 
lid on truly essential spending. But 
the total can skyrocket unless there’s 
overall control to keep tab on such 
items as the new delivery wagon, 
the extra phone extensions, the new 
girl in Department A, and the new 
fixtures in Department B. 

A final danger signal is the fail- 
ure of the product mix to improve 
enough to provide a higher overall 
profit margin. One solution is to 
review your pricing structure, item 
by item, service by service, to slip 
in if possible a few hikes where 
competition permits. 

These checkpoints can be equally 
valuable to the big dealer recover- 
ing from a recession-born slump and 
the small dealer whose sales vol- 
ume is growing rapidly. Don’t let 
impressive sales gains lull you into 
a false sense of security over costs. 


MacethO Shuvedy 





President and general manager of the prize-winning 
New Jersey “store without clerks” is Howard W. Boise, 
Jr., son of the founder. 


séPythis is a store without clerks. 

Clerks just put merchandise in 
bags or sacks. Our employees do 
much more; they do a selling job. 
We have outside salesmen and in- 
side sales people,” says Arthur 
Williams, store manager for How- 
ard W. Boise, Inc., Plainfield, 
2. 

“Our sales personnel help the 
customer by advising him in his 
selection of the correct stationery, 
the proper wedding invitation, the 
most practical pen or typewriter 
or the most efficient office ma 
chines. They advise and perform 
a service for the customer,” Mr. 
Williams says. 

Boise employees, outside and it- 
side, seem to do those things and 
much more. In fact, if they com 
tinue at their present pace, Boise’ 
well may become a stationer and 
office equipment dealership with 
more plaques, trophies and prz 
certificates than merchandise. 
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Clerks 


Happily, though, sales are keeping 
abreast of the acquisition of prizes. 

Howard W. Boise, Jr., general 
manager of the company, has been 
honored as “Office Equipment Deal- 
er of the Year.” Known as New 
Jersey’s number one brand name re- 
tailer of office equipment and sup- 
plies, Boise’s was awarded certifi- 
cates of distinction in both 1958 and 
1959. The store’s salesmen have won 
or placed several times in “Dealer 
Salesmen of the Year” contests. 

Store manager Arthur Williams 
describes the Boise operation as 
“almost three businesses in one.” 
One division sells social and com- 
mercial stationery, business ma- 
chines, typewriters, cameras and 
photographic equipment. Two 
salesmen serve accounts outside 
the store 

The second facet of the triple 
threat is office furniture sales. 
Three salesmen operate out of a 
separate furniture showroom which 
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The long _ interior 
view, left, shows the 
original main store 
as viewed from a 
new extension which 
opens onto another 
street. The short in- 
terior view shows re- 
cent main store ex- 
tension, which was 
the scene of camera 
and typewriter party 
promotions, The ex- 
tension and accom- 
panying promotions 
contributed to a 25 
percent increase in 
store sales. 





When a store consistently wins 


sales competitions, there have to be reasons 


for its accomplishments. A winner speaks 


when the store manager 


for Howard W. Boise, Inc., accounts for 


his staff's sales successes and winning ways 


functions as a “live catalogue.” 

Finally, the third division of the 
business is the audio-visual branch. 
Two outside salesmen sell 95 per- 
cent of this equipment to schools, 
the other 5 percent to industry and 
churches. 

Although Mr. Williams can 
point to no formal sales training 
program to account for his results, 
he does follow certain routine 
procedures. 

To begin with, Boise’s sends its 
sales and service personnel to as 
many manufacturers’ training 
courses as possible. Bob Woodruff, 
a runner-up in the 1960 “Dealer 
Salesmen of the Year” contest, has 
attended about an even dozen such 
courses in the past year. 

Periodically, Mr. Williams in- 
vites a manufacturer’s salesman to 
present his line to the entire as- 
sembled Boise sales staff. This, he 
contends, enhances not only their 
familiarity with a given line and 


its selling points, but also enables 
them to observe different selling 
techniques. 

Through regular sales meetings, 
Mr. Williams maintains frequent 
contact with his sales force. He 
conducts weekly meetings with 
outside store salesmen and service- 
men. He also makes himself avail- 
able for informal discussions with 
them at the beginning and end of 
each business day. 

The furniture department holds 
separate monthly meetings. 

Inside sales people convene once 
a month. In addition, Mr. Wil- 
liams spends one half hour each 
week in explaining any innova- 
tions. During these informal con- 
ferences, he may discuss price 
changes, new equipment or any 
other recent developments. 

About once every six weeks, 
management meets to discuss the 
sales problems of the three 
branches. 
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Two customers enter Boise's through the recently added store entrance. 


in a local newspaper ad, 





in foreground was purposely included to indi 








This photo was run 
of the main store extension. Parking meter 





to cust s that parking is available. 


... 4 Store Without 


men material, Mr. Williams looks 
for good personal appearance and 
an outgoing, but not overly aggres- 
sive, personality. He favors some 
college background in outside sales- 
men. “A college man or someone 
with at least some college training 
is more likely to possesss the polish 
required of an outside salesman,” 
he says. 

New salesmen are given no for- 
mal instruction. Instead, they are 
sent out with experienced hands 
for on the job training. They are 
expected to observe, assimilate and 
tailor selling techniques to their own 
personalities. 

At one time, Mr. Williams re- 
quired outside salesmen to spend 
half their work days inside the 
store. 

“We stopped that,” he says,” be- 
cause if a man wants to work at 
outside sales, he might as well be 
sent right out. If we attempt to 
confine him to the store even for 
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a half day, he will only spend his 
time finding excuses for going out- 
side. In addition, we have found 
that an intelligent man can learn 
all he has to know about our stock 
in the normal course of his sales 
work.” 

Boise’s attributes a large degree 
of its success to advertising and 
promotional efforts. Mr. Williams, 
who doubles in brass as both sales 
and advertising manager, says 
“for every increase in advertising 


and promotion, Boise’s has en- 
joyed another increase in sales 
volume.” 

“For example, when an exten- 


sion was added to the store, we ran 
local newspaper ads _ containing 
large pictures of the additional store 
entrance. Since the expansion and 
use of accompanying advertising 
and promotion this past October, 
our store sales have increased 25 
percent. Every succeeding month 


has shown a sales increase. 


A 135-car parking lot 
separates Boise's 
main store from the 
office furniture show- 
room, above, which 
outside salesmen use 
as a “live catalog.” 


Clerics 


institutional 
ge enjoys in 
Plainfield, Boise’s attempt to tie in 


To encourage the 
image the company 


their own promotions with the 
community’s. The company, which 
was founded in 1913, participated 
in at least eight different promo- 
tions each year. More frequently 
than not, Mr. Williams and Mr. 
Boise, who both are active in the 
Chamber of Commerce and other 
civic organizations, serve on the in- 
stitutional or municipal promotion 
committees. 

Boise’s conducts frequent inde- 
pendent promotions. Some of the 
more recent ones have been: a cof- 
fee party in the card department; 
a typewriter party at which pocket 
dictionaries were given to all stu- 
dents attending; and a camera 
party. 

The general public and all local 
photography clubs were invited to 
the camera party for which Boise’s 
furnished professional models. 
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Celebrating the main store ex- 
tension, Boise’s hired profes- 
sional models for a camera 
party and invited local shutter- 
bugs to shoot away. 
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During a local “Teacher’s Week,” 
the audio-visual department con- 
ducted demonstrations of its equip- 
ment for groups of local school 
teachers. 

“A factor, in addition to pro- 
motions, that contributes to the 
growth of our institutional image, 
if you want to call it that, and 
something that really helps our 
sales is our employee longevity,” 
Mr. Williams says. “We have peo- 
ple on our sales force who have 
worked for Boise’s for 25 years. 
I think our customers like to deal 
with sales people they’ve known 
for years. 

“I don’t have any pat program,” 
Mr. Williams says. “Whatever we 
are doing—salesmen liaison, adver- 
tising and promotions—we intend 
to continue doing. We've won in 
the past and we intend to keep on 
winning. You can just say we have 
a store without clerks and we in- 
tend to keep it that way.” 
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Mrs. Hilda Murphy and Mrs. 
Dorothy Crabb, with 25 and 16 
years of service respectively in 
social stationery at Boise’s, person- 
ify the employee longevity that has 
enhanced the store’s image with 
its public, 





An active participant in community programs and promotions, sales 
manager Arthur Williams, right, shows stapler to an old friend and 
customer, Irving C. Bennet, police captain at North Plainfield, N. J. 
Capt. Bennet says of Boise’s and Mr. Williams, “We have a recerd on 
them as long as your arm, and it’s all good.” 









-_ a farming area, traditionally 
a poor market for business ma- 
chines, the Journal Office Supply 
Company of Sterling, Colo., has 
exceeded its adding machine-calcu- 
lator quota by at least 50 percent 
each year for the last five years. 
The reason: farmers! 

As agriculture has become more 
and more complicated and the 
ever-dwindling number of farmers 
have continued to expand their op- 
erations through mechanization and 
more efficient methods, farming has 
become more and more a business. 
Records are vital to today’s farm- 
ers. Among the more progressive 
farmers of northeastern Colorado, 
simple cost accounting is more prev- 
alent than among their counterparts 
in the towns, the local businessmen. 

A farmer today must know just 
where each expense dollar goes and 
from what sources the profit dol- 
lars come if he is to remain in busi- 
ness. 

Where yesterday’s farmer relied 
on expert crop production to over- 
come careless operations and man- 
agement practices, today’s farmer 
has learned that management is 
just as important in farming as the 
raising of crops and livestock. 

“Formerly, the average farmer 
would spend plenty of money on 
crop production equipment and 
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A Colorado dealer has rendered 


real service to farmers while developing 


a new sales field for himself 


Jim Madison, right, vice president and manager of the Journal Office Supply Company, 
Sterling, Colo., demonstrates to wheat farmer how a small adding machine can reduce record 
keeping time, eliminate errors, and produce more complete and useful records of accounts for 
the farmer. 


count on his fingers and toes when 
it came time to keep records,” said 
Jim Madison, vice president and 
manager of the Journal Office Sup- 
ply Company. “His records were 
inadequate and he made little ef- 
fort to keep them up to date. He 
was more interested in meeting the 
minimum requirements for income 


tax returns than in finding out what 
made his business tick.” 

Quick to note the change to more 
efficient farming, with a new empha- 
sis on management, Mr. Madison 
and his associates found that they 
could render a rea] service to farm- 
ers while developing a new sales 
field for themselves. 
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the head of the office and feed division of a commercial cattle feeder finds a printing cal- 
wlator helpful in buying feed, keeping records of cattle sales. 


ia 
‘ 
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“I should have got it sooner,” says farmer A. W. (Al Bundy) of the small, hand adding 
machine he purchased from Journal Office Supply Company. “I would have known where 
| was at. It saves me money toward the close of the year by letting me know whether to 


buy or sell for the best tax break.” 


They carried the campaign right 
to the farm, making at home dem- 
onstrations and urging farmers to 
keep adding machines on a 10-day 


free trial basis. “We let the farm- 
er sell himself.” In their sales talks, 
Journal Office Supply Company 
lepresentatives “bore down on the 
need for more adequate records. 
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We pointed out that money is not 
in the bank like ‘corn in the crib’ 
until their records prove the profit. 

“We tried to convince farmers 
that the only truly productive time 
is that which they spend in the field, 
the pasture or the feed lot, that a 
farmer who spends half the night or 
his entire Sunday taxing his brain 


with a maze of figures is not in good 
condition for productive work the 
next day. We stressed the import- 
ance of minimizing non-productive 
work through an efficient system of 
records and adequate mechanical 
‘hired men’ for the farm office.” 

Surprisingly, said Mr. Madison, 
the adding machines which farmers 
bought were more apt to be those 
in the higher price ranges, includ- 
ing electric machines. 

“Farmers bought them for income 
tax records, but soon found they 
were using them almost daily, to 
figure feed costs, weight gains of 
livestock, tare deductions on truck 
loads, percentages and many other 
statistical chores easy for a ma- 
chine but tedious for a pencil.” 

Large scale operators, such as the 
Sterling area’s big commercial cat- 
tle feeders, operators of grain ele- 
vators and farmers who operate on 
a very large scale with hired help 
doing most of the field work, have 
proven ready customers for printing 
calculators. They found they could 
eliminate a great deal of cumber- 
some adding machine work and 
hand figuring by using the calcula- 
tors. These machines gave them 
a continuing record of all factors 
in a sales or purchase transaction, 
enabling them to transfer the total 
of a series of figures into a multi- 
plication series without having to 
re-enter them.” 

“If I buy several loads of grain 
for the feed lot at one time, I can 
get a total of all gross weights, 
subtract the tare weights, divide by 
tons or whatever the unit of meas- 
ure is, then multiply by the unit 
price to get the total cost,” said 
Maynard Sonnenberg of Sonnen- 
berg and Sons, who fatten sev- 
eral thousand head of cattle yearly 
at their feed lot near Sterling. “I 
can figure this all in one operation, 
without re-entering a thing. For- 
merly I had to do a lot of hand 
figuring and run up each of the sets 
of numbers separately.” Mr. Son- 
nenberg said the printing calcula- 
tor is particularly useful in com- 
puting cost figures for ensilage and 
manure, which are moved in and 
out of the feed lot in many, many 
small loads. 

A sales story based on testimon- 
ials like these has made it possible 
for Journal Office Supply Company 
of Sterling, Colo., to consistently top 
its sales quotas. 



























Check Those 


You can cheat yourself if you don’t 


have a foolproof system for handling 


incoming merchandise and statements 


Eaton handling of incoming 
goods and supplies, and indiffer- 
ence to accuracy of invoices and 
monthly statements from suppliers, 
can be the source of a continuing 
drain on profits. If a dealer does 
not already have a foolproof sys- 
tem for handling incoming ship- 
ments and suppliers’ invoices and 
statements he should resolve to set 
up such a system without delay. 
Such a system is necessary to 
protect a dealer against costly errors 
which may creep into shipments as 
well as on invoices and monthly 
statements. Suppliers’ shipping and 
billing clerks are not infallible. 
They can and do make honest mis- 
takes, often at the expense of cus- 
tomers, sometimes at the expense 
of their employer. Suppliers are 
just as unhappy about errors as are 
customers, and welcome the oppor- 
tunity to make corrections. 
Therefore, as a necessary step to 
correcting mistakes, it is a dealer’s 
responsibility to catch any such 
errors. He should call mistakes, 
to his suppliers attention as soon 
as possible, not only to get timely 
credit but, oftentimes, to help the 
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supplier correct a continuing situa- 
tion where errors repeat. Supplier 
employees who persistently make 
shipping or billing errors may need 
be transferred to other tasks. 

Kinds of errors. Examples of 
errors which can prove costly to a 
dealer, if not detected, include the 
following: 

(1) Short 
shipped; 

(2) Billing for certain goods not 
shipped and not back-ordered;: 

(3) Substitution of lower-priced 
goods but with billing at the higher 
price of goods ordered; 

(4) Damaged, defective or im- 
perfect goods shipped; 

(5) Incorrect pricing of one or 
more items on invoices; 

(6) Incorrect total on invoice; 

(7) Monthly statement which 
does not coincide with the month’s 
invoices; 

(8) Absence of credits on state- 
ment for goods returned or amounts 
paid on account; and 

(9) Lower discount than agreed 
on or altering of other terms. 

Receiving: A systematic routine 
should be established for handling 


count on goods 





incoming shipments, and with only 
a certain designated employee ay. 
thorized to receive. If front door 
delivery must be taken on certaip 
items, haste in disposing of goods 
received should not be permitted to 
discourage careful checking and 
handling. 

Goods should be checked off 
item by item as received. Nothi 
should be taken for granted. 
numerical count, where necessary, 
should be made. Vigilance should 
be exercised in watching for sub 
stitution and short count as well 
as absence of any items billed, 
Goods should be physically exam 
ined for defects, imperfections of 
shipping damage where this is a 
possibility. Only after this has been 
done should goods be moved in 
with other stock. If there is a claim, 
goods involved should be set aside, 
together with original shipping con- 
tainer, if any. 

Accounting. Either the dealer or 
an office employee should check 
each invoice for errors in arith- 
metic as well as pricing errors and 
incorrect discounts and terms pre- 
viously agreed upon. _ Invoices 
should be totaled for accuracy. 
Billing machines are no more accu- 
rate than their operators. 

Invoices from each __ supplier 
should be segregated from those of 
other suppliers as they are received. 
Being stapled or clipped together. 
Many a monthly statement has been 
accepted without question because 
a missing invoice can’t be located. 
If goods have been returned to a 
supplier, a memorandum at that 
time should be made and be at- 
tached to that supplier’s invoices for 


any payments made on accounts 
during the month. When the 
monthly statement arrives, _ this 


should be compared carefully with 
invoices as well as credits, if any. 
Probably all dealers go through 
the motions of checking incoming 
shipments and examining invoices 
superficially. It is a sad fact, how- 
ever, that too many dealers accept 
goods without too close scrutiny for 
possible errors, damage or over- 
sights, and honor monthly state- 
ments without giving a thought to 
the possibility of overpaying. 
Time spent in setting up and 
following a definite routine on in- 
coming goods and invoices and 
monthly statements is negligible. In 
fact is may take less time than not 
having a routine. It may result in 
savings that are substantial and 
continuing, year after year. 
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Sketch and actual photo show how attractive and comfo 
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rtable reception area was achieved in limited space through simplicity of decoration 
and furnishing. Section lounges with attached lamp table and arm chairs provide ample seating for waiting guests. Plastic grass cloth walls 

















and soft diffuser drapes lend texture that helps increase appearance of space. 


A Shortcut to Contract Work 


One dealer’s experience shows how 
a supplier's design service can open 
doors to more furniture business 


he sale of complete office furniture installations is 

a technique which relies heavily on the abilities of 
the designer and the quality of the renderings. 

When Glen D. Simerall, president of Owl Office Out- 
fitters in Wheeling, W. Va., had the opportunity to bid 
on furniture for a new insurance agency building in 
Wheeling, he knew that a competitor had already sub- 
mitted color renderings on the job. This was Mr. 
Simerall’s first experience with contract installations, 
so he called on his furniture supplier’s design center, 
which does interior designs on a contract basis for its 
dealers. 

The company’s chief designer, Hugh Pettibone, dis- 





Although photographed from a different angle, the accuracy of this design center rendering is revealed in detailed comparison. The table is a 


cussed with Mr. Simerall what was wanted by the cus- 
tomer, and then went to work studying the building 
plans. 

Results can be seen in these illustrations. The point 
to note is that the plans and drawings prepared by 
the design center were so well thought out and rendered 
that the suggestions were carried out almost to the 
last detail. The actual photographs are almost dupli- 
cates of the renderings. 

The building has been in use for several months, 
and Dealer Simerall reports he now has a very satis- 
fied customer and a new appreciation for a highly ef- 
fective sales tool. 
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small one and space-saving chairs provide seating for 13 people all together. Note how the mural lends added depth to the back wall. 
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Photos and renderings courtesy The B. L. Marble Design Center 
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A wall display near ceiling 
gives customers an idea of the 
type of gift wraps available 

at Triple Town Office Supply. 
Owner Charles M. Ricker 
doesn’t encourage their choos- 
ing a specific kind. Reason? 
He can increase profits by 
using paper already on hand, 
some leftovers. 


TL 


/ for Profit 


An office supply dealer tells how his 
gift wrapping service for pay has increased 
store traffic and also found favor with 


his commercial accounts 


t's not often that a temporary sales promotion de- 

signed to increase store traffic becomes so profitable 
in itself that it remains a permanent feature of the store. 
But that was the welcome experience of Charles M. 
Ricker, owner of Triple Town Office Supplies in Dallas, 
Texas, when he offered a gift wrapping service to in- 
crease traffic at a new location. 

“We gave free gift wraps six years ago when Triple 
Town opened for business just to bring people into the 
store,” Mr. Ricker said. It was Christmas time. Free 
gift wraps seemed a logical way to promote his gift 
wares. 

The gift wrapping service in his new suburban shop- 
ping center caught on in a big way and soon cus- 
tomers were bringing in gifts bought outside the store 
and volunteering to pay for the service. 

As store patronage grew, Mr. Ricker discontinued 
free wraps. 

Now gift wrapping accounts for 10 to 15 percent 
of all gift department sales and continuously pro- 
motes store traffic. During holiday seasons solicitation 
of Triple Town’s commercial accounts for gift wrap- 
ping orders often results in orders for 250 to 500 
wraps for a single company. 

“The profit is there in gift wrapping,” Mr. Ricker 
said, “but only if definite economy measures are car- 
ried out by gift wrapping personnel.” 

What kind of economy measures are practiced by 
Triple Town? 

“I have a consistent formula for pricing orders,” 
Mr. Ricker said. “And unlike most gift wrapping 
departments, Triple Town’s doesn’t waste paper, tape 
or space.” 

A tape measure is the short cut to pricing at Triple 
Town. When Mr. Ricker first began charging for wraps, 
he tried figuring the cost of bow, paper and tie-on for 
each package. But he’s found a simple measurement can 
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price a package quickly and accurately, allowing 
for profit. What’s the secret? 

He simply measures how many inches of length of 
paper are required for the package, doubles that fig- 
ure, rounds off the figure to the next highest round 
number, and charges that much in cents. 

“Thus, if the length of paper required is 28 inches, 
I double that, making 56. Rounding off the 56 to the 
next highest round number, | get the figure 60 or 60 
cents,” Mr. Ricker said. 

The measurement formula allows him to give the cus- 





_ 


Step one in profitable gift wrapping: Mr, Ricker applies tape meas 
ure to package to estimate price, save paper and increase profits. 
Price formula is based on length of paper required. 
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tomer an instant answer to his query of “how much will 
it cos.” The first thing Mr. Ricker does on receiving 
4 pachage is to measure. If the length is less than 26 
inches. he knows he can position the box on the paper 
in suc!i a way that one width of 26-inch paper will 
cover it. A box that small brings the minimum charge 
of 35 cents. 

Me:suring is also an economy practice—it results 
in no wasted paper at Triple Town. 

A tape machine adjusted to allow only %4 inch 
of tape to be torn off is another economy measure. 

“A % inch piece of tape is enough to do the job 
without waste,” Mr. Ricker pointed out. “Actually | 
find using small pieces of tape makes for a neater 
wrap. 

In the 800 square foot street floor at the Triple 
Town store, space is perhaps the most important con- 
sideration as far as economy is concerned. 

“Our gift wrapping area is only six by six feet,” 
Mr. Ricker said. And even this space is organized with 
Oriental-like efficiency. Wall hooks behind the wrap- 
ping counter are used for a hanging file of paper left- 
over from cutting wraps for odd-sized packages. Each 
paper is hung by a corner ready to catch the eye of the 
wrapper when he selects the paper. 

“| don’t encourage my customers to request specific 
kinds of gift wraps,” Mr. Ricker said. “I ask what 
occasion the present is for. Then | work up something 
suitable, always using leftover paper when I can.” 

How do the customers like this approach? 

“They seem perfectly agreeable,” Mr. Ricker said. 

A wall display demonstrating different types of gift 
wraps hangs on the wall at Triple Town, assuring 
the customer that the wraps are of professional qual- 
ity. Outside signs also point up the availability of gift 
wrapping service at Triple Town to the passing shopper. 

How does Mr. Ricker get his big commercial orders 
for gift wraps? 

“At holiday season I solicit my regular customers,” 
he said. “These companies are used to trading with 
me—and they’re delighted to learn their office sup- 
ply house offers this service.” 





which were purchased from another store. 
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Outside signs attract passersby in suburban shopping center to Triple 
Town, that rare place where customers can have gifts wrapped 


These large orders are billed on a regular open billing 
basis. Special rates on large orders are made only if 
all packages are equal size and if paper savings can 
be made. 

“Just as much labor is required to wrap each gift in a 
large order as is required to wrap an individual order,” 
Mr. Ricker said. Paper savings sometimes result from 
very small gift items. On a large order when all the gifts 
are the same size, Mr. Ricker has his paper supplier cut 
the width of paper to the exact width required for 
the package as means of saving some labor. 

For several years Mr. Ricker has received an order 
for 500 wraps on gifts to be presented at the annual 
Idlewild Ball where Dallas debutantes are presented 
to society. Unsolicited, this order came about through 
his advertising in the Yellow Pages of the phone book 
under “gift wrapping.” 

“I’m sure the party director who placed the order 
with me had checked out the other gift wrapping 
listings in the Yellow Pages,” he said. “The fact that 1, 
being in the office supply trade, could make use of my 
delivery truck enabled me to deliver these gifts cheaper 
than competing gift wrapping concerns—and_ that’s 
why I got the order.” 

Yellow Page advertising has brought many individual 
wrapping orders to Triple Town, providing the store 
with new customers in the office supply field as well. 

The busiest time of the year naturally falls at 
Christmas, when the gift wrapping area overflows into 
the store. A high wall shelf is cleared to store finished 
packages awaiting customers’ return. 

“The finished giftwraps give our place a festive air,” 
Mr. Ricker said. Unfortunately, Mr. Ricker, his wife, 
his four employees are much too busy to absorb the 
festive air. Many nights they work till 2 a.m. to get 
the next day’s orders wrapped. Extra gift wrapping per- 
sonnel are hired, mostly housewives who have ap- 
plied to him for Christmas jobs. 

“But it’s hard to find adequate part-time gift wrap- 
pers because they aren’t trained in the economy meas- 
ures I insist upon,” Mr. Ricker said. He finds it cheaper 
Continued on page 52 






It’s easy to sell a card when a customer brings in a gift wrapping 
order. Besides increasing store traffic, the service has also brought in 
new office supply accounts, 
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To keep its new approach to the education sessions of the Chicago 
convention before the minds of show-goers, NSOEA has adopted this 
visual symbol of the seminar-workshop concept. It consists of an 
arrow (a symbol frequently used by NSOEA to suggest the forward 
momentum of the Association) in which are depicted a group of 
men gathered together in informal discussion. The arrow is depicted 
as moving against an obstacle, forcing it to “give” — a symboliza- 
tion of the effectiveness of the workshop as an instrument of a for- 
ward moving Association against the problems and barriers to 
progress. There will be eight workshops or “idea exchange” sessions 
at the 1961 Chicago meeting. 








Chicago Show 


re ew Frontiers of the Office 

Products Industry” will be ex- 
plored at the 1961 annual conven- 
tion and exhibit of the National Sta- 
tionery and Office Equipment Asso 
ciation. The streamlined four-day 
event is scheduled this year from 
Saturday, Sept. 23, through Tues- 
day, Sept. 26, with convention head- 
quarters again at the Conrad Hilton 
Hotel in Chicago. 

NSOEA has drawn up a prelim- 
inary program which features “idea 
exchange fairs,” a half dozen con- 
currently - run group discussions 
which will pool the technical knowl 
edge of experts with the practical 
experience of member delegates. 

Headline speaker at the Sept. 25 
luncheon will be The Honorable 
Luther Hodges, United States Sec- 
retay of Commerce. 

More than 400 of the indus- 
try’s manufacturers have reserved 
exhibit space on six floors of the 
giant hotel to show their lines to 
visiting dealers during about 28 
hours of exhibit time spread over 
four days. 

New features of the meeting, in 
addition to the streamlined four-day 
format and the idea exchange fair, 
will be a general convention 
breakfast to open the meeting on 
Saturday, Sept. 23; and a casino 
type party in the Hilton ballroom 
that night. The President’s Recep 
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Preliminary details of the 1961 convention 


and exhibit of the National Stationery and 


Office Equipment Assn. (NSOEA) are offered 


for the benefit of dealers now planning 


their fall activities 


tion, a chance for newly registered 
delegates to mix and meet, is sched- 
uled for Friday evening, Sept. 22. 
Three other pre-convention activi- 
ties are scheduled that Friday—a 
round table meeting of governors, 
a senior statesmen’s luncheon, and 
the annual board of control meet- 
ing. 

J. Howard Patrick, president of 
NSOEA, will outline a_ five-year 
plan for the Association at his 
opening address. 

Two of the “idea exchange” ses- 
sions will concern themselves with 
automation—selling supplies and 
equipment to the automated office, 
and the use of electronic data proc- 
essing by stationers. Charles Gil- 
bert, assistant publisher of Office 
Appliances, will be in charge, with 
the help of A. C. Aigner, Robert 
S. Jerue and Harold B. Speicher. 

Six other “idea exchanges” 
which will run at the same time 
on Monday morning, Sept. 25, will 
cover subjects which were pre- 
selected by dealer members of 
NSOEA. 

“Building Successful Sales Com- 
pensation and Incentive Programs,” 
prepared by Harbridge House bus- 
inéss consultants, will be a discus- 
sion of various sales compensation 
plans, contests, bonuses, and other 
sales incentives. 

“Transportation Cost Control” 
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will cover four cost control prob- 
lems on the dealer level: freight 
claims for loss and damage, good 
transportation service, correct rout- 
ing, and lowest rates and ratings. 
Frank M. Cushman, NSOEA trans- 
portation consultant, will lead the 
workshop discussion. 

“Dealer Advertising and Sales 
Promotion” will be the subject of 
an idea exchange directed by Har- 
old O. Shively, publisher MODERN 
STATIONER. Results will be pre- 
sented of a survey on what deal- 
ers are doing in direct mail, news- 
paper, radio and special promo- 
tions. A panel of dealers will re- 
port on actual promotions to a spe- 
cific class of customers, on specific 
products, and specific events such 
as seasonal promotions. Special- 
ists in direct mail and newspaper 
advertising will take part in the 
idea exchange. 

“Self-Analysis Session” is the 
title of a financial management dis- 
cussion to be led by Edward O. 
Kallmann, executive vice president 
of the Stationers and Publishers 
Board of Trade. Dealers will learn 
how to be their own business psy- 
chologists, how to put their business 
“on the couch” and analyze the 
need for constant reappraisal of 
such areas as financial stability, op- 
erating efficiency, inventory, turn- 
over, and accounts receivable. 


“How to Make Design Pay Off in 
Furniture Sales,” a panel directed 
by George Tice, promotion director 
of Geyer’s Dealer Topics, will dis- 
cuss a variety of questions. Why 
have a design service? How can a 
design service be set up? How can 
a dealer use a manufacturers de- 
sign service? How do you hire 
a designer? Or use a part-time de- 
signer? How do you train a sales- 
man to work with a design? How 
can you work with the architect? 

A special “idea exchange” for 
ladies is entitled, “Helping Your 
Husband Succeed in Business,” led 
by Dr. Harold Gray, director of the 
Michigan State University Center. 

Office products dealers and dis- 
tributors can register in advance for 
the Chicago meeting by writing the 
NSOEA, 740 Investment Building, 
Washington 5, D. C. Full regis- 
tration for the business program is 
$25, ond for the ladies program 
$20. One-day registrations will be 
available at Chicago for dealers and 
dealer personnel who cannot attend 
the entire four-day convention and 
exhibit. 

A product preview and further 
details on the Chicago show will 
appear in the next issue of Modern 
Stationer, and in four issues of 
MODERN STATIONER CONVENTION 
DaILy to be published during the 
convention. 
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Talent and cooperation have helped 
this Ohio dealer double sales of 


office furniture 


How Eriksen’s Sells 


he office furniture staff at Eriksen’s, Toledo, re- 
| poten completed installations at five Michigan 
banks. The installations were community rooms, and 
all of them called for a full measure of decorator ser- 
vices. The five jobs grew out of a single installation, 
also in Michigan, which so impressed the owners of 
the neighboring banks that they called on Eriksen’s to 
do a similar job for them, even though Eriksen’s is 
located some 40 miles away in the next state. 

This brief story gives adequate testimony to the 
quality of the work done by Eriksen’s furniture depart- 
ment, but it is by no means the complete story. It says 
nothing, for example, of what makes such quality 
work possible. 

Office furniture sales at Eriksen’s are handled by 
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General Manager Ed Eriksen; his sister, Mrs. Dot 
Calkins, who is in charge of store furniture sales; her 
assistant, Mrs. Nancy Young; and Bill Kelley, who is 
in charge of furniture purchasing; and by seven full 
time salesmen. The firm also employs a consulting 
architect. 

Co-operation is the key word in the department, 
and one which lies behind everything the department 
does. Instead of each member of the staff working in- 
dependently at all times, the men and women work to- 
gether, each person contributing whatever special 
knowledge or talent he possesses. It is recognized by 
the staff that as a unit they can do better work than 
they could ever hope to do singly. 

Both Mrs. Calkins and Mrs. Young, for example, 





hen Eriksen’s, Inc., Toledo, recently installed 

an unusual hanging staircase leading to the 
second-floor furniture department, the new conver- 
sation piece proved itself beneficial in more ways 
than one. In addition to beautifying the store, the 
eye-catching stairway drew attention to the part of 
Eriksen’s that was, and had always been, upstairs; 
and hence to the firm’s newly-expanded and mod- 
ernized furniture department. 

One customer, by no means a stranger in the 
store, commented: “I didn’t realize you had a second 
floor.” Consequently, until the stairway caught his 
attention, and he visited the upstairs department, 
the customer had not realized that Eriksen’s is a 
major furniture supplier. 

“You wouldn’t think such a small thing as a 
stairway could make so much difference,” puzzles 
Ed Eriksen, who adds, “but there’s no doubt that it 
does. We've been able to capitalize on it a good 
deal.” 

If you have a similar layout, you might want to 
give the idea some thought. 

Do people know you're a two-floor store? 
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The office furniture team at Eriksen’s in Toledo includes 1) Ed Eriksen, who was once picked as NOFA’s office furniture dealer of the year, 
2) Mrs. Nancy Young, going over layout with customer, 3) Bill Kelley, and 4) Mrs. Dot Calkins, holding illustration of one of her installations. 


Office Furniture 


like decorating, and have a talent for it. But instead of 
working independently, as they could easily do, they 
pool their resources. “We work well together,” Mrs. 
Calkins says. “Mrs. Young is good at some things, 
I'm good at others. We keep each other from going 
off on tangents. I think the work we do is better be- 
cause of this. co-operation.” 

Mr. Kelley, on the other hand, is an expert at shelv- 
ing, lockers, etc. As a result, these phases of an in- 
stallation are turned over to him. By this same token, 
he turns over all color work to Mrs. Calkins and Mrs. 
Young. Not because he is incapable of handling this 
phase of an installation, but because color is one of 
the things for which they have a special flair, and if 
they handle it the overall quality of the installation 
will be higher. 

Whenever possible, the staff works together in this 
manner. In Mr. Eriksen’s opinion, this co-operation, 
this pooling of talents, has played a big role in increas- 
ing office furniture sales by 100 percent in the past 
three years. 

The firm this spring doubled the display space al- 
lotted to office furniture. In addition, private offices 
for their own use were set up to serve for display pur- 
poses, which the firm considers an excellent means of 
illustrating model offices in actual use. 

“We always try to get people in to see our store 
displays,” says Mrs. Calkins. “Customers will get ideas 
they never had before; sometimes it will change their 
whole thinking.” 

Getting the customer in the store is also,, in Mrs. 
Calkins opinion, the best means of selling accessories, 
the importance of which is well recognized by the office 
furniture staff. By way of illustration, Mrs. Calkins 
recalls a local doctor who called her a few months ago 
to inquire about two chairs for his office. “I talked him 
into coming over,” Mrs. Calkins says. “After seeing 
the displays, he ended up buying ash trays, record 
books and paintings for his office, in addition to the 
chairs. What’s more, he liked them so well that he 
had us do the game room in his home.” 

When office furniture is being sold to a business 
concern, a hospital, a bank or a large corporation, 
someone on the staff—usually Mrs. Calkins—goes to 
the location and conducts a survey. She then returns 
and makes up a scale model. If the installation prom- 
ses to be a large one, an artist is hired to make a color 


SEPTEMBER 1961 


sketch of the job as it would look when completed. 

If the prospective job is too small to warrant an 
artist’s services, the drawings are done by Mrs. Calk- 
ins, Mrs. Young or Mr. Kelley. The department has 
an extensive file of office layouts and color schemes 
to work from. 

Eriksen’s is extremely pleased with the work done 
by its office furniture staff, and it looks forward to con- 
tinued growth as a major furniture and office equip- 
ment dealer in the Toledo area. 

“We think ours is one of the finest furniture displays 
in the country,” says Ed Eriksen. 

The firm, which was founded in 1922, also handles 
complete lines of stationery supplies, offiice machines, 
and duplicating machines. 


Cover Photo ————_- 


r he color photo on the cover illustrates an Ericksen 

installation with an interesting product application 
story. It’s an executive office in the Libby-Owens 
Ford Building in Toledo and the man in the picture 
is Earl Cook, director of the Toledo Development 
Corporation. 

It’s really two offices for the price of one with 
the versatile arrangement provided by the office 
furniture team at Eriksen’s. 

Besides the executive desk, with walnut top and 
walnut facade, the room contains a matching walnut 
top table with extruded aluminum “Y” legs. Rather 
frequent board meetings are accommodated by clear- 
ing the table top, and taking the table from the other 
end of the room to butt it into the center of the exec- 
utive desk, making a T-shaped conference table. The 
conversion takes only a few seconds and it eliminates 
the need to rent another room. 

Since the cover photo was taken, Mr. Cook has 
ordered a credenza with walnut top and walnut 
facade to match the rest of the furniture. Steno- 
graphic and secretarial work units in the suite are 
from the same line, with white laminated plastic tops. 
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Eastern Commercial Show 
Seeks Additional Space 

With approximately 200 exhibitors 
signed up to participate in the fifth an- 
nual Eastern Commercial Stationery 
Show during its priority sale of booth 
space, the show managers found their 
three-floor capacity insufficient for its 
needs. 

The executive committee of the show, 
with Mannie Klein and Emil Contreras 
as co-chairmen, began negotiating with 
the New York Trade Show Building to 
have at least one more floor released 
for their use. The 1961 show will be 
held in this building Oct. 14-17. 

A recent report from the committee 
stated the outlook was favorable for 
securing the needed additional space 
in time to accommodate waiting manu- 
facturers who wish to join the Show. 


Interior Design Month 
Promotion Aids Offered 

A variety of promotion aids are avail- 
able to dealers wishing to participate in 
National Interior Design Month, Sept. 
18 through Oct. 18. 

These promotionai and advertising 
aids cite the period as National Interior 
Design Month and show the slogan, 
“Why Wait, Let’s Decorate . . . Enjoy 
Your Home, Enjoy Your Office, NOW.” 
The material available includes placards, 
showcards, envelope stuffers, post cards, 
gummed labels and sales hang tags. 

Information regarding the purchase of 
these aids is available from Designers 
and Decorators Service Co., a division 
of Sam Kaufman Co., 151 West 46th 
St. New York 36, N.Y. Special im- 
printing can be done at small additional 
cost. 

This will be the third annual Na- 
tional Interior Design Month. Everyone 
in the field is invited to participate. 








HAWAII BOUND — Mrs. Rose Whalen, chosen 
“Salesperson of the Year” in the annual J. 
K. Gill Co. sales contest, receives check for 
round trip to Hawaii from Jonathan Edwards, 
left, executive vice president, and Mark M. 
Gill, president. Mrs. Whalen is in the art 
supply department of Gill’s Portland, Ore., 
retail store. Grand prize winner is chosen 
from a series of monthly winners. 
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~ PRESSTIME NEWS = 


The unanimous election of RALPH Moser of the Carpenter Paper Co., 
Omaha, as president of the Wholesale Stationers Assn. was announced fol- 
lowing tabulation of a mail vote by the board of directors. He becomes ithe 
25th president of the 45-year-old trade association of wholesalers and man- 
ufacturers. Mr. Moser has served on the WSA board of control for five 
years and as vice president of the office supplies wholesaler division for two 
years. 

The new president, whose election was announced by WILLIAM BooTHBY 
of Central Ohio Paper Co., WSA chairman, said he sees “a great future 
for the legitimate office supplies wholesaler in North America.” WSA of- 
fices, occupied by Don Frey, secretary, recently moved to larger quarters at 
1514 Elmwood Ave., Evanston, Il. 


* * * 


Global standards for office machines, the object of an International Or- 
ganization for Standardization (ISO) project, moved a step closer to reality 
this summer. According to the American Standards Assn., U.S. member of 
the ISO, ten working groups in office machines were authorized at a techni- 
cal committee meeting in Italy. Working group secretariats in the fields of 
typewriters and accounting, bookkeeping, billing machines and cash registers 
were assigned to the United States. Other group secretariats were given to 
the United Kingdom (duplicating and reproduction machines and dictating 
machines); Germany (addressing, mailing machines); Switzerland (terminol- 
ogy): Sweden (basic paper layout); France (coordination); and Italy (input- 
output equipment and adding and calculating machines without mobile paper 
carriage ). 


Industry Deaths: ELor Ericsson, former managing director of the 
Facit group and the man who generated its growth from Sweden into a world- 
wide enterprise, died at the age of 74. At one time he served as minister of 
commerce with the Swedish government...Gus H. Forp, chairman of the 
board of Mississippi School Supply Co. and secretary-treasurer of Office 
Supply Co. of Jackson, died July 18 at the age of 62... ARTHUR BERTELSON, 
80, chairman of the board of Bertelson Brothers, Inc., Minneapolis stationery 
and printing firm, died in July...T. A. FULGHUM, owner of Fulghum’s Of- 
fice Economy Index, Tampa, Fla., died in June at the age of 79. 


WALTER A. SHEAFFER II, president of W. A. Sheaffer Pen Co., has been 
named chief executive officer by the firm’s directors, following the death on 
July 9 of board chairman Craic R. SHEAFFER. The office of chairman will 
not be filled. The new 39-year-old chief executive officer is a grandson of 
the founder. He is a director of the U. §. Chamber of Commerce. 


* * * 


Gunderson Office Supply and Equipment Co., a corporation which has 
been in business at 126 S. Fourth, Louisville, Ky., since 1914, has been sold 
to Boone Office Supply Co. of the same city. It will be continued at the 
Fourth Street address under the Gunderson name. New Gunderson officers 
are RALPH C. BOONE, president; CHARLES I. BOONE, executive vice president 
and manager; M. J. Boone, secretary-treasurer; and JACK KISER, sales man- 
ager. 

oo oe 

THOR Marsh, president of Marsh Office Supply, Inc., of Ann Arbor and 
Ypsilanti, Mich., and new governor of NSOEA’s fifth district, was the victim 
of a home burglary in mid-July. Jewelry and appliances valued at more than 
$1,500 were reported taken during a break-in at his Ypsilanti home. 

a SF * 

The purchaser of Wm. G. Hintz, Inc., Reading, Pa., was incorrectly reported 
in a recent issue. The business has been purchased by Moyer’s Stationery, 
Inc., of the same city, and not Meyer’s. 
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Michigan Dealer Wins 
Falcon from Dennison 

John Buttner of Stationery Supply 
Co., Muskegon, Mich., won a 1961 Ford 
Falcon for placing first in the Pres-a- 
ply display contest conducted this spring 
by Dennison. 

Four other top entrants, all judged 
on the basis of display originality and 
sales appeal, received Polaroid camera 
kits. Harvey F. Zillmer of Zillmer Of- 
fice Supplies, Waukesha, Wis., won sec- 
ond place. David Jaroszynski, Geer- 
Dunn Co., Jamestown, N.Y., was third. 
Robert E. Williams of Pound & Moore, 
Charlotte, S.C., was fourth; and Henry 





E. Barwick of Dutton’s Napa Stationery, 
Napa, Calif., fifth. 

The contest was open only to retail 
stationers. Rules required all entrants 
to set up and photograph window or 
in-store displays of Dennison Pres-a-ply 
products. Judges were Tom O'Hara and 
Jack O'Connor, both of MODERN StTa- 
TIONER; George Tice of Geyer’s Top- 
ics; and Tom Grant, Office Appliances. 

Richard Cullen, Dennison advertis- 
ing manager, described reaction to the 
contest as being “far more enthusiastic 
than we had expected and a clear indi- 
cation to us that retail stationers recog- 
nize a promotion of this type as an ef- 
fective way to increase store traffic and 
discover new sources of sales volume 
for pressure sensitive products.” 





A moment of truth for the staple 


in thousands of busy offices each day, as the 

little staple is driven home to fulfill its highly 
useful end, people who appreciate quality and easy, 
trouble-free operation are accomplishing this with 
BATES staplers. The fastest growing line, BATES of- 
fers such innovations as a model that makes its own 
staples, one with a staple remover that stows away 
when not in use, a Hand-Grip stapler of revolutionary 
design and electric models that staple at a touch of the 
paper. BATES wide range of styles and models pro- 
vides a stapler to satisfy every need! 





Standard for Excellence 
(sna 


NUMBERING MACHINES * STAPLERS * 


LIST FINDERS 


For complete information, write 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office: 63 Vesey Street. New York 7, N. Y. 


* PUNCHES * STAMP PADS * EYELETERS 


- - - for more details circle 20 on last page 





EAGLE WINNER — Troy Myers, stationery 
salesman at Gregory, Mayer & Thom Co. in 


Detroit holds key to his 1961 Renaui 
Dauphine, top prize in Eagle Pencil Com. 
pany’s handwriting analysis contest. With 
him is E. L. (Tommy) Thompson of Eagle. Fifty 
other dealer salesmen from coast to coast 
had their choice of golf sets, projectors, 
cameras, hi fi sets, luggage, cameras, power 
drills, watches, bicycles and typewriters, 
Eagle supplied pons, imprinted with 
stationer’s name, and good for a free hand 
writing analysis if accompanied by a brand 
name from a box of Mirado, Verithin, or 
Stickpen. The salesmen who took the orders 
and distributed the coupons added their 
names for a drawing. 








Campaign Promotes 
Greeting Card Habit 

A consumer contest is being com- 
bined with a campaign to defend the 
practice of sending greeting cards. 

Chapel Art Studios, 1123 Washing- 
ton Ave., St. Louis 1, Mo., is supplying 
entry blanks to dealers so that cus- 
tomers can say in 100 words or less, “I 
like to send greeting cards because . . .” 
First prize will be $100. Those plac- 
ing second through tenth will receive 
100 imprinted Christmas cards, and 50 
others will receive 2 Golden Memories 
address book. Matching prizes will go 
to the dealers who pass out the winning 
entry blanks. 

“In recent years,” says M. K. Har- 
rington, president of Chapel Art Studios, 
“increased attacks have been made on 
the practice of sending greeting cards. 
We feel it is important to us in the 
greeting card business to resist these at- 
tacks on this wonderful custom. We'd 
like to hear of instances where greet- 
ing cards have performed a real serv- 
ice. 


Comptometer, Victor 
Directors Vote Merger 

Directors of Victor Adding Machine 
Co. and of Comptometer Corp. have 
unanimously approved the combination 
of the businesses of the two companies, 
pending stockholder approval. 

In connection with the proposal, fi- 
nancial data on Victor was released for 
the first time since its founding in 1918. 
The privately owned company reported 
gross sales in 1960 of $45,629,745 and 
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NEWS ....... 13 Winners Announced 
In Machine Display Contest 


















net income of $2,843,100. The com- First prize of $300 has been won by 
pany has produced more than two mil- Getty Office Equipment Co. of Point 
lion desk-size machines bearing the Vic- Pleasant, W. Va., in a nationwide win- 
tor name. In the past year Victor is dow display contest for more than 5,- 
said to have accounted for more than 000 Remington Rand office machines 
20 percent of the adding machines sold dealers. 

in this country and the company is A total of 13 contest winners, re- 
described as the nation’s leading manu- ceiving prizes amounting to $1,100, were 
facturer of printing calculators in the announced by Douglas Emore, adver- 
announcement. tising and sales promotion manager for 

Victor has 60 company-owned and Remington office machines. 

operated branches in the United States Second prize of $200 went to Alex- 
and seven in Canada. In addition, there andria Office Supply, Alexandria, Minn. 


are 720 dealers in the United States The $100 third prize went to Lackland 
handling the complete Victor line, and Letter and Office Supply, Overland, Mo. 
some 5,500 dealers handling a partial Ten additional prizes of $50 each were 
line. awarded to: Barnes Gateway Jewelry, 










ADVANCO PUNCHLESS PAPER HOLDERS 
Hi-Strength, Lo-Height, Split Second, Super Tight | 





achless binding 

























ONLY 2 PARTS . -- Base: and Spring Steel, Long 


Length, Flat Compressor. Works 
with fingertip pressure. No Wires. No Coil Springs. Never loses its 


shape. 
F SIMPLICITY ITSELF! 


Lo-height means minimum chafing and wear on binders. Expedites 
quick insertion and removal of sheet from any place in binder. 


Bulldog-grips 4" capacity (appr. 150 sheets). 
Letter & Legal sizes 
Now available in 6 inviting colors: 
RED + GRAY « BLACK « TURQUOISE - YELLOW - ORANGE 
25 of a color to the box. Also 25 in assorted colors to the box. 


Send for new catalog and price sheet, or ORDER TODAY! 


MADE IN U.S.A REG. U.S. PATENT OFFICE 


ADVANCO PRODUCTS, LNC. 
76-05 51st Avenue, Elmhurst 73, L.1., N.Y. 
. . « for more details circle 1! on last page 









This window won $300 first prize in Rep. 
ington contest for Getty Office Equipmen 
Co., Point Pleasant, W. Va. 

Versailles, Mo.; Business Services, Ine, 
Rochester, Minn.; Charles Ritter Co, 
Mansfield, Ohio; All Makes Typewriter 
Co., Salt Lake City; Ryder Brother 
Baker, Ore.; Dan Cook Office Machine 
& Supply, Camden, Ark.; C. A. Banks 
Office Equipment, Terre Haute, Ind; 
Lorain County Stationers, Lorain, Ohio: 
General Office Equipment Co., Phila 











Alexandria (Minn.) Office Supply earned 3 
$200 second prize with this window display, 


delphia; and Valparaiso Office Supply 
Co., Valparaiso, Ind. 

The window contest was part of a 
two-month “Sales-Flowering Festival.” 
An effective twist added by many deal- 
ers was a contest within a contest. An 
adding machine was set up in the deal- 
er’s window and run continuously for 
24 hours. Passersby were invited to guess 
the tape total at the end of this time 
and the closest guesser received an 
adding machine. 


Lit-Ning Announces Changes 
Lit-Ning Products Co., maker of steel 
desk and office accessories in Fresno, 
Calif.. and Fremont, Ohio, has an- 
nounced an expanded management and 
sales program along with an ownership 
change. Roscoe McKenry, former presi- 
dent, has resigned and severed all rela- 
tions with the company, his stock hav- 
ing been purchased by a group of east- 
ern investors. Joe M. Davis remains 4 
major stockholder of Lit-Ning and presi- 
dent of J. M. Davis Corp., exclusive 
sales agents for Lit-Ning products. Plans 
are underway for increased distribution, 
especially in the export market. 


Rosnosky of Boston 
Heads NSOEA District 
Henry Rosnosky, a past president of 
the Boston Stationers Assn., has been 
appointed governor of the newly et 
larged District 1 of the National Sta- 
tionery and Office Equipment Assn. His 
appointment was announced in conjune- 
tion with the final two NSOEA regional 
meetings of 1961, at Saranac Lake, N. 
Y., and Bretton Woods, N.H. ; 
The new District 1 includes the sx 
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Try them. They're on us. 
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Erasable 





©1961, Venus Pen & Pencil Corp., Lewisburg, Tenn. 


They’re three specialized Venus ball PEN:cils® you'll 
want to try out in your office: Super Fine, for bookkeep- 
ing and extra fine writing. Erasable, with eraser. Repro- 
ducing, for use with all office copying machines. You can 
get all three free with your next order of 3 dozen Venus 


ball PEN:cils (No. 10- 3D) with either blue or red ink. 


Pere 


Mail this coupon to your 
Stationer. 
Please send me the fol- 
lowing packages in 
Venus’ Department Test 
Offer No, 10-3D. 
No. of Packages 
(Blue ink) 
No. of Packages 
(Red ink) 


NAME 
COMPANY NAME_ 
ADDRESS. 


CITY 


ball PEN- cil 


Venus’ Department Test 
Offer contains 3 dozen 
regular Venus ball 
PEN :cils in blue or red 
ink, PLUS three free 
samples for testing: 
Super Fine (39¢), Repr 
ducing (39¢) and E 
able (29¢). MS9 


STATE 


THIS OFFER GOOD FOR LIMITED TIME ONLY 
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New England states and northern New 
York. Vice governor is Harold G. 
Kastensmith, Benche, Inc., Schenectady, 
N.Y. Two lieutenant governors are 
James L. Heinrich of Heinrich-Seibold 
Stationery Co., Rochester, N.Y., and 
Richard J. Kilpatrick, Hartford Office 
Supply Co., Farmington, Conn. 

Edmund J. Shine, sales representative 
for Dennison Mfg. Co., was elected 
president of the Empire State Travelers 
and George Kandres of Martin Moldow 
Associates was elected president of the 
New England Travelers. 


Machine Accounting 
Trial Plan Offered 

A nationwide trial plan that will en- 
able small and medium-sized businesses 
to post accounts receivables free for one 
month on a President Accounting Ma- 
chine has been announced by Monroe 
Calculating Machine Co. 

Believed to be the first of its kind 
in the accounting machine industry, the 
trial plan is designed to mechanize the 
bookkeeping methods of the business 
now doing accounts receivables in pen 
and ink. Participants will receive the 
machines free for one month, together 
with all necessary forms and instruction. 

Monroe has obtained the cooperation 
of printers in more than 300 cities who 
have agreed to print up the required 
forms and supply them free for one 
month as part of the over-all plan to 








vice president, gives high sign for Venus 
100th anniversary special offering a free 
hard-cover American College Dictionary to 
purchasers of three gross of Venus Velvet 
pencils filled with the company’s new V-5 
leads. Arthur L. Van Der Kar, sales manager, 
points to headline on promotion brochure, 
“It's Venus’ birthday, but you get the gift.” 





promote printed rather than hand-writ- 
ten invoices. The idea is to educate 
people to the time and cost saving ad- 
vantages of mechanized accounting. 


Dealer Group Further 
Defined by NSOEA 

An estimate earlier this year by the 
National Stationery and Office Equip- 
ment Assn. that there are 13,434 office 


products dealers in the United States has 
been further refined in a more recent 
statement, issued with the help of in- 
terested industry representatives who 
checked with the Census Bureau 

A possible breakdown is suggested 
in which 1,000 of this grand total 
would be described as “mom and pop” 
stores or “retailers without payroll’; and 
another 4,000 of the grand total would 


be defined as stores selling mainly 
through drop-in trade. 
“More work needs to be done,” says 


NSOEA. “We need to establish liaison 
with the Census Bureau to work out an 
adequate definition of a retailer, whole- 
saler, contract retailer, etc. We need to 
agree among ourselves on a _ working 
definition for the dealer group.” The 
original estimate of 13,434 dealers came 
from Rogers, Slade & Hill which con- 
ducted independent research for NSOEA, 


New Chicago Warehouse 

Opening of a new 6,000 square foot 
BFC warehouse in Chicago has been 
announced by Bernard E. Featherman, 
president of Bernard Franklin Co, 
Philadelphia. Located at 4315 West 
Fullerton Ave., Chicago, the new ware- 
house will carry a full stock of shelving, 
lockers and components to provide im- 
mediate dealer pickup from local in- 
ventory. N. B. Spurgeon, newly ap- 
pointed district manager, along with Hal 
Johnson and H. Weisner, will be in 
charge of serving dealers from the met- 
ropolitan Chicago area warehouse. 


modern steeleraft... 








s , All del availabl 
All models available with thumb with plunger or cam 
latch, and with plunger or cam locks locks in letter or legal 
in letter or legal size. Prompt sizes. Prompt deliveries. 
deliveries. © ee cS 


VALUE 
LINE! 


SERIES 100 and 200— 
FULL SUSPENSION FILES 


Stocked in 2, 3, 4, 5 Drawers 


Heavy duty full suspension draw- 
ers with 10 ball and roller bear- 
ings 

Heavy gauged steel—rugged con- 
struction with 6 reinforced uprights 
Symphonic lustrous permanent fin- 
ishes of olive green or modern 
grey 

Drawers fitted with brushed alu- 
minum hardware and card holders 


® Made of heavy gauge furni- 
ture steel—electrically welded 
throughout 

® All drawers fitted with 
brushed aluminum 
hardware handles and 
card holders 


side action follower 
blocks—means effortless folder 
handling 


engineered for efficiency .. . 
designed for lasting beauty 


Designed for the ‘‘space’’ age—these Modern Steel- 
craft files are engineered for maximum filing volume 
but to occupy a minimum of space. 
years of specializing in files has taught us how to 
produce files high in quality at mass production 
prices. 
Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files bul 
the price. 


SERIES 24— 
NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers 
® Positive 


More than 50 






























modern steelcraft inc. 
2973 Cropsey Ave.-B’klyn.14,N.Y. 
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Compact—less than 17 inches 
wide—yet it holds 72 of Amer- 


ica’s leading dollar producers, 
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the Parker T-BALL Special 
Jotter! Naturally, there is a 
limited and therefore strictly 
allocated number available. 
We advise early ordering since 


the T-Master display will be 


; 


extensively advertised. 


fl 








1. COMPLETELY OPEN 
Both banks are acces- 
sible to customers. Needs 
only a touch on marked 
bar. 


2. COMPLETELY CLOSED 
For high-traffic locations, 
where protection against 
pilferage is desirable. 


3. OPEN AND CLOSED 


One simple adjustment 
leaves one side open to 
customers, other is locked 
shut. 


SOLID ‘‘Double-. 
Faced’’ WALNUT 
DISPLAY — FREE 


Each side holds 36 ball- 
points, adaptable for is- 
land display or for storing 
back-up stock conveni- 
ently. Not an inch of 
wasted space. 


Ask for Parker Deal No. 972 
T-Master Display Free 
72 $1.98 Parker T-BALL Special Ballpoints 
In 6 Assorted Colors 
Retail Value $142.56 @ Your Cost $85.54 
Your Profit a Full 40%, 


ct The Parker Pen Company 


4 MAKER OF THE WORLD'S MOST WANTED PENS 


ZR 





JANESVILLE, WISCONSIN 
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Equipto Book Shelving is easy to sell—a 
point by point comparison with any other 
brand will convince your customers of its 


superior features. 


Here is one of the finest steel products to 
join the Equipto line—a new concept in book a fnas Py coe! adn 
shelving. Studio designed and competitively 
priced. Equipto Book Shelving stock sizes 
are 9” and 12” depth. Heights are 42”, 84” 
and 90”. Width 36”. Don’t hesitate to get 
the complete story on Equipto Book Shelv- 
ing. Send for descriptive folder No. 487-S 


TODAY! 


Sold only thru you the Dealer — never direct. 














The 42" high unit shown 
above is ideal for home or 


mokes perfect working sur- 
face or as counter top. 





All shelves ore completely 
adjustable from front of 
unit. Shelves slide in, seat 
themselves, stay put. 














1 Ta nh = < 

! (t = - 

; ERE e@4 Ss 

t | - 

1 i Tl}. 

, , pre tS 

3 ; -) EQUIPTO 

SHELVING BENCHES DRAWER UNITS LOCKERS EQUIPTO ROBE STOCK CARTS ANGLE 





46 


620 Prairie Avenue 
Aurora, Illinois 
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Canadian Regionals Set 

Dates and locations have been ap. 
nounced for a fall series of regional 
meetings scheduled by the Stationen 
and Office Equipment Guild of Canada 
They are Oct. 11, Vancouver; Oct. 13 
at Edmonton; Oct. 16 at Saskatoon: 
Oct. 18 at Winnipeg; and Oct. 20 a 
Sudbury. The Guild’s 1962 convention 
will be May 13-16 at the Royal York 
Hotel in Toronto, with exhibits at the 
Queen Elizabeth Bldg., Exhibition Park 
Toronto. 


Swingline Ads Cited 

A 1960 first prize “for the most ef. 
fective use of business paper advertis. 
ing” has been awarded to Swingline, 
Inc., in annual competition conducted 
by Associated Business Publications. The 
top ABP award is Swingline’s second in 
three years. 


Western Sales School Held 

Royal Metal Manufacturing Co. te. 
cently transported its Arnot division 
sales school west for the benefit of 
western dealer salesmen. The company 
reports that a_ three-day seminar in 
Santa Monica, Calif., July 10-12 was 
attended by some 60 delegates. The 
California session was one of eight 
planned during 1961. The other seven 
are four-day seminars at Arnot’s James- 
town, N.Y., headquarters where approxi- 
mately 500 dealers have gone through 
school since the program was started 
three years ago. 


4 New Officers Named 
At J. K. Gill Company 

Mark M. Gill, president of the J. K 
Gill Co., Portland, Ore., recently an- 
nounced the election of four new com- 
pany officers 

They are Ron Mundigel, vice presi- 
dent, retail division; James Cieslinski, 
vice president, wholesale and school di- 
vision; Clarence Hagen, vice president, 
school book division; and Robert Birch, 
treasurer. 

In other news from Gill’s, Les Claus- 
en, sales representative for the commer- 








Frank Sheehan, left, and Larry Goodhand 
were cited by Oxford Filing Supply Co. for 
outstanding salesmanship at Oxford's recent 
general sales conference. Mr. Goodhand, 
with the company 34 years, was named 
“Salesman of the Year.” Mr. Sheehan, @ 
four-year man, was cited for over-all ad- 
vancement in salesmanship. Three days of 
discussions covered ways to increase dealer 
effectiveness, records retention, successful 
marketing techniques and other topics. 
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“CO-TOGETHER”’ GIFT PAKS 


Here are the highlights in a complete line of distinctive, 


















fast-moving desk accessories for home and oflice: 
“Go-Together” Gift Paks ...a bright new merchandising idea 


designed to double your sales and profits. 
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1678 Wood grain, Formica covered memo pad in walnut, ma- 
hogany, cherry or antique white — with ball-point pen in 








Goodhand 
ply Co. for 


ord’s recent 

eg S 

was na 

Sheehan, @ =) 

over-all ad 

ee days of TRADE MARK 

rease dealer 
successful 

pics. 





STATIONER SEPTEMBER 1961 


ng bene. Retail, $3.95 
1734 Fleur-De-Lis Set combines a tooled, leatherette memo 
pad and matching ball-point pen Retail, $2.95 
1486 Solid brass pencil well and memo pad with 77 initials, 
for personalizing Retail, $2.95 
1288 * ‘Go- a Memo Pad and Index in assorted leather- 
ette colors, with magnetic dialer-pencil. Retail, $2.95 
















1452 Park Sherman's exclusive score pad in brass finish and 
4 solid graphite pencils, topped with gold suit symbols. 
Retail, $1.95 


PARK SHERMAN inc. 


465 EAGLE ROCK AVENUE, ROSELAND, NEW JERSEY 
A SUBSIDIARY OF KETCHAM AND McDOUGALL INCORPORATED 
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cial department, has been awarded the 
Distinguished Salesman’s Award by the 
Portland Sales Executives Club. The 
award was presented at a banquet this 
spring by Mayor Terry D. Shrunk of 
Portland. Mr. Clausen was reported to 
have doubled his volume of -sales in six 
months, both increasing his business with 
existing accounts and also opening up 
more new accounts than any other man. 


Micropoint Wins Suit 

Micropoint Pen Co., Sunnyvale, Calif., 
makers of Ink-Stik and other writing 
instruments, was awarded $20,000 actual 
damages and $35,000 punitive damages 
in a libel suit against Scotty Pen Co. 


It’s the latest, greatest achievement in 
movable partitions -WORKWALL! 
Comes in 5 wood-grain finishes and 4 
pastel colors styled by American Color 
Trends in stain-resistant, easy-to-care- 
for, plastic-finished Marlite. 

Perfect for offices, industry, institu- 
tions, schools—and wherever changing 
conditions require the flexibility of 
movable partitions and the desirability 
of color-coordinated finishes that mix 
*n match to your heart’s content. 

And WORK WALL’S one, exclusive, 














MOVABLE PARTITIONS AND PANELING 


Division of L.A. DARLING COMPANY 
Bronson, Michigan 
Manufactured in Canada 
by Workwall, Ltd., Montreal, Quebec 
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The suit involved an action for trade 
libel and unfair competition growing out 
of 1958 claims by Scotty Pen. It was 
reported as possibly the highest award 
for this type of case in California his- 
tory. 


Craig R. Sheaffer Dies 


Funeral services were held at Fort 
Madison, Iowa, July 11 for Craig R. 
Sheaffer, board chairman and son of 


the founder of the W. A. Sheaffer Pen 
Co. He died at his home at the age 
of 63 from a gunshot wound that of- 
ficials said was self-inflicted. A family 
spokesman said he had been despondent 
because of ill health. 

Craig Sheaffer had joined his father 
in business in 1918 and spent his en- 


with WORKWALL 
plastic-finished Marlite 


partitions that move 

and work...in 9 different 
co/or-coordinated 
finishes ! 





patented system accommodates any 
elevation from as low as 42-inches to 
as high as 12-feet. 

Workwall also permits all types of 
utility attachments to be locked into 
post channels without defacing the walls 
in any way. 

And you're able to offer all this at a 
low, low price—defying comparison— 
that brings high-style, individualized 
movable partitions well within the 
reach of all your prospects—at a man- 
sized profit to you! 





WORKWALL DIVISION, Dept. 132 
L. A. Darling Company, Bronson, Michigan 
Please send Workwall Catalog No. 500. 


Name_ 





Company 





Street 





on State 
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tire adult life in the writing instrument 
industry, except for a six-month period 
in 1953 when he served in Washington 
as assistant secretary of commerce for 
domestic affairs. 


New Push Button Lock 
Without Key Introduced 

A completely new locking device, the 
Simplex Push Button Lock, has been 


introduced to provide maximum security 





and convenience in industry and in the 
home. 

It consists of five push buttons and 
a knob, handle or lever. It is operated 
by fingertip alone, requiring no key to 
either open or secure it. The basic five 
button unit provides over 1,000 com- 
binations; other models more than a mil- 








Ae a aS ee 
—. «Coe 























=— 
lion. The combination of any model 
may be changed at any time, in six 
seconds, without tools. But the lock 


cannot be opened by pick-lock, X-ray, 
stethoscope or touch. 

The lock is opened by pressing one 
or more buttons that have been preset 
in order and turning the knob to the 
right. It is relocked by simply turning 
the knob to the left, according to the 
manufacturer. 

Applications are foreseen in office 
desks and filing cabinets, but no such 
immediate have been announced. 
Sales distribution and applications engi- 
neering service will be handled by the 
Scovill Manufacturing Co., Waterbury, 
Conn. Further information can be ob- 
tained from Simplex Lock Corp., 150 
Broadway, New York, N.Y. 


uses 








ROSEWOOD OVAL — This eight foot oval 
rosewood table-desk is substituted for the 
conventional pedestal desk in a large corner 
office designed for the top executive whose 
work demands frequent conferences. The 
arrangement is part of an office furniture 
display which makes up approximately one 
fourth of new Knoll Associates showrooms 
at 320 Park Avenue, New York City. 
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See photographs of the prize-winning displays from the 
Dennison PRES-a-ply Contest at BOOTHS 3 and 4... NSOEA 
Convention. We'll also have some exciting new products 
to show you while you enjoy the usual Dennison apple. 


FRAM 1 
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Say, how come 
you're the apple 
of everyone's eye 
this year? 





‘Cause I'm the new 
Ford Falcon won by 
John Buttner * 
—_ in the big Dennison 
™™)\ PRES-a-ply® Display 
— \\ Contest! 
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*Stationery Supply Co., 
Muskeaon, Michigan 






Dennison 
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just ONE WEEK a month 


HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 


“May | see how you ~ 
sort for filing?” 






Ask Your Salesmen 
to try this 


SORTERS FOR- 


If for just one week a month your outside Checks 
salesmen asked that question on every Sales Tickets 
call they made, a lot of customers would ae 
invite them right into their file depart- Bills of Lading 
ments. Once inside they'd see some good, Correspondence 
some bad, some indifferent sorting opera-_ : Mail 
tions . . . and pick up some leads which : . 


: Purchase Orders 
: and any other size 
> or type of media 
: « 


could develop into profitable Kohlhaas 
Sorter sales for you. 


You know that a Kohlhaas sorter is just 
a means to an end... to prepare material 
for filing by getting it into alphabetical or 
numerical order . . . but often your cus- 
tomer doesn’t. You can do him a favor by 
showing him how a Kohlhaas sorter can 
speed up his preparation for filing, which 
is really the biggest part of the filing job. 
He can select the sorters best suited to 
his purposes from the 11 numerical and 
50 alphabetical kinds which are illus- 
trated and described in our FREE cata- 
log, copies of which are yours for the 
asking. 


Special sizes 
made to order 


You can clinch sales by carrying a repre- 
sentative line of Kohlhaas sorters in your 
stock but we can also make fast delivery 
of all of our many items. 


SUGGESTION: Ask your salesmen to 
carry a sample on some of their calls. 
Nothing sells like a demonstration. 


THE Kohlhaas COMPANY 


Founded 1914 
8012 S. CHICAGO AVE. CHICAGO 17, ILL. 
All Phones BAyport 1-4433 


on™ 


(Please attach to your letterhead and mail) i 
ss 


THE KOHLHAAS COMPANY 


Pie fe 
8012 S. Chicago Ave., Chicago 17—Dept. MS-9 


| 

| 

| 
YES, please send us ______copies of your FREE 8 page | 
illustrated catalog of alphabetical and numerical sorters | 
| 

| 

| 





Name 
Address 
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Tuttle Press Co. directors have elected H. D. Purdy 
ceed Roy H. Purdy as chairman of the board. H. W. 
formerly with Nashua Corp., was elected president and 
manage! 


O Suc. 
Bailey, 
eneral 


Easterbrook Pen Co. has elected three new direciors— 
George K. Bryant, an Esterbrook vice president; Albert A. 
Hally; and Richard E. McConnell. 


Hunter Photo Copyist, Inc., has named Grant S. Newloye 
ts eastern area manager. 


Marnay Sales Division, Rockaway Metal Products Corp, 
has named Harmon Matin its regional sales director in the 
Pacific Northwest. 


Storch Tepper Associates has named Sam Alpern to repre 
sent all its lines in metropolitan New York City and Phil Tay. 
lor as special assistant to Arnold Tepper in New Jersey. 


Victor Adding Machine Co. has named Bernard G. Vag 
Ardsdol district manager for the Champion division in the East 
Central Region of the United States. 


Venus Pen and Pencil Corp., a wholly owned subsidi 
of Charles of the Ritz, Inc., has announced election of Ge 
Jablow as chairman of the board of directors. 


Joseph Dixon Crucible Co. has promoted Henry J. Ade 
rente to the position of comptroller. 


Nifty Manufacturing Co., division of St. Regis Paper Co, 
has elected Carl W. Plehaty, Jr., to a newly created office of 
vice president in charge of marketing for school supplies and 
stationery. 


A. B. Dick Co. has appointed Richard E. Gantz to the 
position of sales manager-offset, responsible for developing the 
firm’s multi-million dollar offset equipment and supplies sales 
program. 


Royal McBee Corp. has announced the election of Carl 
McKelvy as executive vice president. He has been with the 
company since 1946 and a director since 1954. James E. Wid- 
man has been elected vice president in charge of production 
for the company. 





Smith-Corona Marchant, Inc., has announced the appoint- 
ment of John E. Wilson as vice president and general manager 
of its Smith-Corona division. 


Waterman-Bic Pen Corp. has appointed Rudy Hanak its 
assistant national sales manager. 


The Globe-Wernicke Co. has announcel the election of 
William C. Aylward as vice president-sales, systems division. 
He succeeds Harry C. Anderson who has been appointed chief 
executive officer of the Office Equipment Manufacturers Insti- 
tute (OEMI) in Washington, D. C. Mr. Aylward has been 
with the G-W sales department since 1949. 





Streator Store Fixtures, Inc., with western offnces at Salinas, 
Calif., has appointed Floyd Rodrigues as a stationery, office 
equipment and book store planning engineer. 









The Carter’s Ink Co. has appointed Stanley Lewis as vice 
president-marketing. The former corporate director of market- 
ing for General Aniline and Film Corp. will head the entire 
marketing program at Carter’s. 
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Globe-Wernicke ECHELON in the prestige 
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picture at Champion Papers | 
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furniture for their Cincinnati sales offices in the 

pola Kroger Building, Cincinnati’s newest skyscraper. 

— ECHELON gives a forward, contemporary look 
in keeping with Champion’s design-conscious 

ak its ; : é ; 
participation in the world of graphic arts. 
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1 chief be sure tO S€€ ECHELON desks 

and chairs in BOOTH C-22 and the complete 
line of “Secretary Approved” filing supplies, 





systems, and office accessories in BOOTHS 18-19 


at the NSOEA Convention. 
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office 


THE GLOBE -WERNICKE CO. 


——- Norwood, Cincinnati 12, Ohio 


remember . success depends on the strength of your line 
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Sell More 
Christmas Cards 


with QUICK SERVICE 
IMPRINTING 













You can RENT a 
KINGSLEY for 21¢ a day 


With a Kingsley Machine you can imprint cards 
and gift items right in your own store! 

This “On-the-Spot” service promotes extra sales 
...and brings in new customers who can’t get 
quick service imprinting elsewhere. 

Write for a free copy of “Ideas for Mono- 


grammed Sales Promotions; and complete in- 


formation on our Rental Plan (only 21¢ a day), 


KINGSLEY 


850 Cahuenga: Hollywood 38, California 
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The Mosler Safe Co. has appointed Arthur F. Andersog, 
vice president in charge of commercial sales, both dealer ay 
retail. 



















































House of Paper, Inc., has named Howard Gardiner, 55% 
Druid Lane, Dallas 9, Texas, its sales representative for Ok}. 
homa and Texas. 


George B. Graff Co. directors have appointed Sherma 
C. Bedford president, according to an announcement by Ral) 
C. Harper, chairman. 


Machine Co. The new South-Central region is head. 
quartered in Dallas. Replacing Mr. Fox as vice president of 
Victor Adding Machine Co. (Canada) Ltd. is W. H. Bell. Th 
company also has named Billy J. Greenhaw as district mam 
ger for the Champion adding machine division in the Pacific 
Northwest. 

The Esterbrook Pen Co. reports the retirement of Philip 
E. Scott, Sr., executive vice president, and Robert N. Wood 
vice president of corporate relations. 


GIFT WRAPPING ... 

Continued from page 25 

and simpler to work his regular employees overtime for 
the most part. 

During the Christmas season, customers often bring 
in 10 to 15 gifts to be wrapped and mailed, with 
several different mailing addresses involved. To avoid 
mistakes such as mailing foot warmers to the custom- 
er’s Brother Bill instead of to his Aunt Suzy, Mr. 
Ricker keeps a guide sheet on each order. A numberis 
assigned to each package in the order, and each gift 
is described fully. Address labels are given to the cus- 
tomer to fill out. On the back of these, Mr. Ricker then 
lists the number of each package that is to go in that 
shipment. 

“This gives us an accurate method of cross-check- 
ing, to be sure we’re not making any mistakes that 
would cause embarrassment to our customers,” he said 
As a protection to himself, Mr. Ricker insists that his 
customers pay for postal insurance when Triple Town 
is responsible for mailing. 

On an everyday basis, the gift wrapping service 
brings Triple Town several orders each day. Mr. Rick 
er furnishes a plain white enclosure card, but sells many 
cards from his lines by simply asking the customer if 
he needs a card. 

Mr. Ricker often designs his own special gift wraps. 

“When I first started out I found one supplier’s book 
let on gift wrapping very helpful,” he said. 

But there’s always a new problem not covered by 
the books, he has learned. Mrs. Adlin Huffman, Mf 
Ricker’s assistant who has been with the store sine 
it opened, well remembers one special order she 
ceived —- two washing machine-sized boxes to gift 
wrap and have delivered to the airport within an hout 

Triple Town finished the order and got it to the air 
port. Despite such headaches involved, Mr. Ricker 8 
still an enthusiastic supporter of gift wrapping depart 
ments located in office supply houses. 

“There are profits in gift-wrapping for those who 
take the trouble to make them,” he said. 
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'? Don’t miss this opportunity of your lifetime! This complete Dealer 


Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 
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it wraps. safes of unusually , REGNA CASH REGISTERS, INC. i 
's . unique design, are 1 175 Fifth Avenue, New York 10, N. Y. | 
covering the globe } ecitiiidiis ‘ 
ered by with tremendous } Il 
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re since sizes and models } complete Line of REGNA Cash Registers, i 
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Jorgen S. Lien, Box 522, Bergen, Norway 4 5 
‘me GSE SE De) em GS DN NS 
- - - for more details circle 75 on last page 
SEPTEMBER 1961 53 









COORDINATION — Six Horder store managers in Chicago joined M. J. Snell of Samuel Ward 
Mfg. Co. to map a program of coordinated buying and display for all of the stores. At the 
dinner meeting are Richard Owens, advertising manager; Mrs. Gertrude Ingham, secretary to 
the president; Mr. Snell; Miss Catherine O’Connor, social stationery buyer; Pete Dragel, manager 
Wabash store; Leo Stogel, Adams store; Roger Steanman, Conway store; Nick Jumas, Jackson 
store; Nick Vitaglione, Mart store; Gene Klein, Wrigley store; George Hanig, Bankers store; 
and Russel Polizzi, traffic department. 







VIEWS 
of the 


NEWS 








CITED BY WHOLESALERS — Miss Jennie Zechs, president of 
The C-Thru Ruler Co., receives plaque from officers of the Wholesale 
Stationers Assn., William F. Boothby, left, chairman of the board, 
and Donald S. Frey, secretary-treasurer. The award, one of three 
presented this spring, recognizes contributions to improved 


Carmen, left. 


manufacturer-wholesaler-retailer relationships. 
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BEST OF SHOW — Good display contest winners at the 1961 New 
York Stationery Show receive plaques from the show manager, 


With him are Mrs. Viva Pink of Maurice Duchin 
Creations Inc.; Arthur Replogle of Replogle Globes, Inc.; and G 
Aymar of Holt-Howard Associates, Inc. 


WORLD RECORD — The possibility of ; 
world record (outdoor) for filing cabing 
operation was raised for this electric sin 
which towers 50 feet above McMahan Broth. 
ers Desk Co. in Los Angeles. Mike McMaha 
president, says the operating drawers in thi 
cabinet, one on each side of the sign ani 
three times standard size, moved in and oy 
15,768,000 times over a four-year period 
during all kinds of weather before the sy. 
pension arms gave out. Replacements wer 
ordered from Bentson Mfg. Co., which sup 
plied the original arms from stock. 


HONORED GUEST 
Miss Tessie Goldwe 
ter, who has retired 
from the May Co. ir 
Los Angeles after 35 
years in the social 
stationery _ industry 
receives framed scroll 
from Harry Garey of 
Montag’s. Miss Gold 
water was guest of 
honor at the 15th an 
nual New York Ste 
tionery Show Dinner 
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TAKES 14” SPACE 
MAKES 40% PROFIT 
























NEW REVOLVING 
MERCHANDISER SHOWS 








24 BOXED WRITING GIFTS 


¢6 Units in front, 6 units in back of each panel! Each 
panel revolves to show and sell. Boxes are “‘clamped” 
on to discourage pilferage. 


¢ Comes with 14-dozen each of Sheaffer’s best sellers: 
$1.95 ballpoints, $2.95 cartridge pens, $3.95 ballpoint 
and pencil sets and $4.95 cartridge pen and pencil sets. 
Complete writing instrument department! 


¢Buy now for Christmas selling! Permanent merchan- 
diser is quality built, easy to keep filled. 


SEPTEMBER 1961 


RETAIL SELLING PRICE DEAL MERCHANDISE $82.80 


PERMANENT MERCHANDISER...........+++- FREE 
III. . «.  acptssinaneneiansoulnieaaemalen $49.50 
INE 5 «ssn cidannaanemanamea $33.30 


Order Profit Pack 1000. For more information, contact your Sheaffer 
wholesaler or call Mike Keith at the W. A. Sheaffer Pen Co., Fort 
Madison, Iowa. 


SHEAFFERS 


FORT MADISON, IOWA®+ SHEAFFER PENS « MAICO HEARING AIDS 


- for more details circle 82 on last page 


55 


W. A. SHEAFFER PEN CO., 








One of All-Rite’s 
pens for every 
purpose ... 


All-Rite’s Fiesta Pen features full gay col- 
ors. It is featherlight and smartly styled 
with a distinctive chrome clip. Automati- 
cally rotating point assures uniform ink 
distribution, better writing performance 
and longer life. 


784: 
C084: 
284P: 
C84P: 




















Medium Line Pen — 49c each 
Refill for above — 25c each 
Photo Copy Pen — 49c each 
Refill for above — 29c each 


: 











MAKERS OF 
THE WORLD’S MOST 
DIVERSE LINE OF WRITING INSTRUMENTS 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 
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NEW PRODUCTS .... + + «© «| 


Continued from page 16 


Husband, Wife, Brother, Sister, Son, Daughter, Friend ang 
Sweetheart, in addition to the Boy and Girl. The cards featur 
heavy embossed gold stamped figures on Rust Crafi ethocg 
with fine color detailing. Also offered with this special grow 
is a free merchandiser package containing a counter displaye 
five-color rack sign, large wall poster, 12 small signs and sing) 
card easels. 


Eraser Assortment 4)} 

A new eraser assortmen 
counter display, on an easel 
has been introduced by Eber. 
hard Faber. It contains: thre 
dozen #100 Pink Pearls; two 
dozen #6012 Rubkleens; on 
dozen #510 Unions: one doz 
en #6587 Van Dykes; one doz 
en #1507 Stenorace; and om. 
half gross #1212 assorted col- 
or tips. With an acetate cover for protection and taking mini. 
mum counter space, these items are pre-priced on the cover 
as well as individually on all bar erasers. Stock numbers ar 
also on the cover for easier refilling. Each unit is packed in 
a chipboard sleeve—six display units to a shipping carton. 





Furniture Colors 4\4 

Supreme Steel Equipment Corp. of Brooklyn, N. Y. has 
announced that all of its products are now available in fou 
standard colors—olive, mist green, desert sage and grey—a 
no additional cost. Other shades, including colors submitted 
by dealers for matching, are available according to a premium 
rate schedule available from the company. The announce- 


“PLURIMA” 


10 KEY HAND ADDING MACHINE 
with AUTOMATIC CREDIT BALANCE 


| 


Retail Price Only 


PLUS $7.48 
F.E.T. 


a 
Ps 


Carrying 


Capacity 8/9 
(9,999,999.99) 


Case Avai//ab/e 


FAST SALES «HIGH PROFIT 


For further information write. 


ALMA OFFICE MACHINE CORP. 
349 BROADWAY, NEW YORK 13, N.Y. 
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IN THE ENTIRE 
GREETING CARD 
INDUSTRY 


vy, 


FIRST AGAIN! 


EXCLUSIVE 


wus 
for CHRISTMAS 


The first really new Christmas Cards in years. 
Shown are 6 of 12 captions which will pace @ 
the industry . . . sell on sight! The illusion | 

of 3-D is amazing. Order today. 


GIBSON «+ Dept. MS-9- Cincinnati 37, Ohio Rush Christmas Stereo-Vue Cards 
store ( 12 each of 12 (retail 50¢), $36. 
name__ sass bia Sa imma 
C) 6 each of 12 (retail 50¢), $18. 


a ee 
eae eee C) Ask representative to call. 
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NEW PRODUCTS . . 


ment came as a result of Supreme’s move this spring to 
new quarters at 50th St. and Second Ave., Brooklyn, where a 
100 percent increase in working space has enabled the com- 
pany to install a double capacity spraying and finishing de- 
partment. 


Phone Amplifier 415 
; National Marine Corp., 
1819 Miami St., South Bend, 
Ind., has announced the intro- 
duction of a completely re- 
styled Phonex telephone ampli- 
fier which allows any one or 
2 group of people to use the 
telephone hands free. The speaker is now in the front of the 
unit and it has an easily accessible battery which simply snaps 
in and out at the base of the unit and can be changed in a few 
seconds without use of even a screwdriver. On the inside of 
the unit is a new printed circuit which uses a minimum of con- 
nections and, because of its simplicity, greatly reduces a feed- 
back and gives increased volume. The price remains $34.95, 
but dealer and distributor discounts have been increased. 





416 


New Crayon Package 

Art Crayon Co., 200 Fifth 
Ave., New York 10, reports a 
good reception for its new 
Robin Hood Crayon Box, con- 
taining 24 jumbo size crayons 
and 64 regular size crayons, 
including the colors gold and 
silver. The attractive package 
of 88 crayons has a suggested 
retail price of 79 cents. 











Children’s Book-Greetings 
Flair Cards, Inc., 537 Wey 
53rd St., New York, has a 
nounced a new line of chi 
dren’s storybook greeting can 
called “Mailaway Stories.” Bagh 
card is a 16-page book wih 
colorful cover and numero, 
illustrations, many of them 
suitable for coloring. Subjegy 
of the stories, written for 4 
to-10-year-olds, include  sugh 
characters as “kinkosaur’ 
twin garter snakes, Pen 
vania Dutch distelfink an 
other fanciful creatures. A feature of the new line is 4 
double supply of envelopes for the retailer, with three differ. 
ent designs and greetings. This gives the customer a Choice 
of birthday, get-well or general greeting envelopes to gp 
with any book-card selected. Flair’s introductory offer includes 
a free merchandising kit with orders of one dozen each of 
nine titles. 


Christmas Solid Packs 

Its new 1961 line of Christ- 
mas Solid Packs combines “the 
luxury look” with low price, 
Barker Greeting Card Co. re- 
ports. In this grouping the firm 
offers more than 100 designs, 
many of which make lavish use 
of silver and gold glitter and 
matching metallic printing. Oth- 
er Barker Yule season special- 
ties include its King Size cards, 
Jewish New Year cards, etc. 
Barker also says it has avail- 
able a big new line of Hallo- 
ween and Thanksgiving and everyday cards. 





GREETIN 
Pre, ’ 
aw A 



















PACKAGED 












TO SELL... 






Boxes, bundles, bags, cards and displays .. . 
Plymouth makes America’s most complete 
line of Rubber Bands. Send for catalog. 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, MASSACHUSETTS 


sold only 
through 


recognized wholesalers 
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Acco Products, 

A Div. of Natser Corp. 
Accucraft, inc. 
Ace Fastener Corp. 
Advanco Prod., Inc. 
Aigner Index Co, 
Albany Novelty Mfg. Co. 
All-Matic Corp. 
All-Rite Pen, inc. 
Alvin & Co. Inc. 
Amberg File & Index Co. 
American Cutlery 

& Hardware Co. Inc. 
American 

Pad & Paper Co. 
American 
Portfolio Co. inc. 


» Anchor 


Business Forms, inc. 
Angler's Company 
Apsco Products, Inc. 
Arrow Fastener Co. Inc. 
Arrow Rubber Corp. 

Art Steel Co. inc. 
Artistic Desk 

Pad & Noveity Co. 
Autopoint Co., The 
Bainbridge, 

Kimpton & Haupt, Inc. 
Bandes, Julius & Co. Inc. 
Bankers Box Co. 4 
Banov-Bernsley & Co. t 
Bates Mfg. Co., The 
Baumgarten, Fred 
Boorum & Pease Co. 
Brush, John D. & Co. Inc. 
Burroughs Corporation 
Carter's Ink Co., The 
Challenger Steel 

Products Corp. 

Clarin Mfg. Co. 

Clix Punches 

Cole Steel Equip. Co. inc. 
Comfort Cushion Co. 
Cook, H. C. Co. 

Cooks’ Inc. 

Crownola Loose Leaf Prod. 
Dealers’ Business 

Forms Co. Inc. 
Denney-Reyburn Co. 
Dennison Mfg. Co. 

Dixon, The Joseph, 

Crucible Co. 


Dome Publishing Co., Inc. 


Douglas Furniture Corp. 
Drate, P. Nathan 

Dri Mark Products 
Durable Metal Products 
Eagle Pencil Co. 

Easel Matic Binder Co. 


Eastern Numbering Mach. 


Eaton Allen Corp. 
Eaton Paper Corp. 
Elbe File & Binder 
Co., Inc. 
Ellingsworth Mfg. Co. 
Eraser Co. 
Esterbrook Pen Co., The 





1961 


t 





Faber-Castell, 

A. W. Pencil Co., Inc. 
Faber, Eberhard 

Pen & Pencil Co. inc. 
Filex Steel Prod. 
Fisher Pen Co. 
Flash Filing Co. inc. 
Frankell Mfg, Co., inc. 








Lit-Ning Products Co. 
Majestic Staple Co. 
wer Assoc. 
inc. 


Nigro-Kuester Assoc. 
Nobema Products Corp. 


Noesting 
Pin Ticket Co., Inc. 


harles, inc. 


“4. Inc. 
ots 














Chair Cushion Co. 
Guide System 

& Supply Co. inc. 
Hammond, C. S. & Co. 
Hano, Philip Co. 
Hi-Craft Envelope Co. 
H-O-N Co. 
Hormel Corp. 
Hunt, C. Howard Pen Co. 
Hyman, L. & Sons Corp. 
ideal System Co., The 
IDL Mfg. & Sales Corp. 
Jay & Ess Mfg. Co. Inc. 
Jayem Sales Corp. 
K & C Metal Prod. Co. Inc. 





Master Woodcraft, inc. 

May Tag & Label Corp. 

McDonald Products Corp 

Meier, Joshua Co., inc. 

Micropoint, Inc. 

Minnesota Mining & 
Mfg. Co. 


Modern Stationer 
Modern Steeicraft Inc. 
Morris, Bert M. Co. 


Mutual Products Co., Inc. 






Marsh Felt-Point Pen Div. 


Office Appliances 
Office Covers Co. 
Oxford Filing 

Supply Co. tnc. 
Paper Mate Co., The 
Parker Pen Co., The 
Pear! Engraving Corp. 
Pelouze Mfg. Co. 
Perfect Rubber 

Seat Cushion, The 
Pickett & Eckel, Inc. 
Pomerantz, Sidney 


5th ANNUAL 
EASTERN COMMERCIAL STATIONERY SHOW 


October 14-17, 1961 






Lraft Products Co. Inc. 





Storch-Tepper Associates 
Strathmore Paper Co. 
Sufrin, 1. & M. 

Swingline, Inc. 

Taveila Sales Co. 
Technical Tape Corp. 


Unimart 
United Stapie Corp. 
United Stationers 
Supply Co. 


Universal 

Pad & Tablet Corp. 
Venus Pen & Pencii Corp. 
Vernon, S. £. & M., Inc. 
Victor Safe & Equip. 
Warshaw Mfg. 


Weis Mfg. Co., The 
Westcott Rule Co., Inc. 
White & Wyckoff Mfg. Co. 
Whiting Stationery Co. 
Wilson Jones Co. 

Zephyr American Corp. 








allem a Dileraenilens 
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Now—one of the country’s foremost home magazines has 
joined with America’s leading globe maker to produce a 
strikingly beautiful, new 12-inch globe—the most exciting 
globe idea in years! Infinitely more decorative—fat more 
educational because it shows the earth's physical features 
in thrilling ¢rve-to-life color in addition to thousands of 
place names and clearly defined boundaries. 
In six new models from $9.95 to $49.95 


retail—three in vivid raised relief—three 
illuminated, with shaded relief coloring. 


*AWARD WINNING 


Display Stand 


when you purchase 
only a dozen assorted 
TRUE-TO-LIFE globes. 


Holds all six models 
for complete selection 
in a minimum of 
space. 


*Won first prize for Best Point-of-Sale 
merchandise Presentation at the 1961 
N. Y. Stationery Show. 


a 


Reaches Millions of Globe Buying Homes 


Leading family interest magazines such as 
Better Homes & Gardens, 
Parents Magazine, and Living for 
Young Homemakers will carry the 
TRUE-TO-LIFE story into millions of 
potential globe buying homes. 


@eeeeeeeeeeeeeeeeeeeeeee 
Seeeeeseeeeseseeeeeeeee 


Sure to be 
The Year's Best-Selling Globes! 


More people will choose TRUE-TO-LIFE globes 
not only for their harmonious coloring, but be- 
cause they are more understandable, true-to- 
life replicas of the earth. Write today for catalog, 
details of our liberal display stand offer. 


REPLOGLE GLOBES « 


NA ACAN A ‘ A rn 
VN NARRAGANSE AVENUE © CHICA } VOIS 
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‘Christmas Card Rack 
on A new Santa's ci 
recently introduced by 
Specialty Co., has 
Christmas holly, berrie 
maribou feathered 
The die-cut Santa stan 
high, is 15” wide at 
and holds up to 75 
slots around his body 
his huge mittens. It is colorfully printed on six-ply kraft fibre 
board, white satin finish. Each giant card rack assembles in a 
| jiffy and comes complete with its own lithographed envelope, 
holed for pegboard or rack display. Free promotional mate. 
rial, such as mats, window streamers, signs and instructions 
|for in-store displays, is available. Samples, literature and 
prices may be obtained from Die-Cut Specialty Co., 229 N, 
13th St., Philadelphia 7, Pennsylvania. 


“* 
ix 


Accessory Tables 

| Peter Pepper Products, 
Palos Verdes Estates, 
nia, presents for the 
a line of accessory 
sional tables. The 
of the table line is a new de- 
parture for this firm since to 
date it has specialized in desk 
and wall accessories. The ta- 
bles feature a beautiful inlay 
| technique of teak and walnut, 
aluminum and colorful inlaid 
plastics in many different pat- 
terns. Both high-low and con- 
ventional bases are available 
| in white, black and chrome fin- 
ishes. Approximate retail price 
| $60. 


Inc., 
Califor- 
first time 
and occa- 
introduction 


ranges between $37.50 and 


| Carbon Display Package 421 


The “Ten Pack,” a new 

Kleen Write Carbon Paper 

point-of-purchase display kit, is 

now being made available to 

stationers and office equipment 

dealers nationwide by the Fran- 

kel Manufacturing Company, 

285 Rio Grande Blvd., Denver, 

Colo. The display package 

is available with orders of 

25 packs of carbon paper. To set up, the dealer simply tears 

off the perforated top, folds the attached stand-up base, and 

| places the entire package on the counter. The “Ten Pack” 

|contains 25 individual 10-sheet packs of Klean Write Car- 
| bon Paper. 





Optically ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a 

scarlet and grey box. 


List 
List 


’ Readers 
Readers 
” Readers List 
ee List 
>” Readers List 
STOTAL RESALE 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
ous Stocks Available—Less 40% 
ny New Items Available 
WRITE Mor NEW OPTICAL CATALOG 


TESTRITE INSTRUMENT CO. 


NEWARK 5, N. J 








135 MONKOER STRELI 
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FULLER’S 


ever-flo tip 


sparks all-purpose glue sales 


Long a favorite in the home, the office, the school 
-Fuller’s All-Purpose Glue sticks wood, paper, china, 
leather, cloth, and other materials. And now it’s so 
easy to work with—no more pin-poking or scissor 
snipping to open the spout and keep it open. The 
new fool-proof Ever-Flo Tip adds even greater sales 
appeal to this fast moving all-purpose glue. Order 
this high-profit item from your distributor today— 


or write Fuller direct. 





oT 


Pull up cap to open. Push cap down to close. 














2 oz. 39¢ 
RETAIL PRICES—3 SIZES... . . . 402. 59¢ 
8 oz. 98¢ 


forelaatey-Tallelam oeeleleron ania) 


dramatic selling package 


RESIWELD 
EPOXY 
ADHESIVE 


Here's the adhesive that fixes any 
thing—wood, glass, metal, plastic, 
stone—and fixes it for good. Dries 
clear. Famous ‘‘glued upside-dowr 


' 
man" is a real stopper. Display it 


e. Retail Price 98c 
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FULLER'S 


ALL-PURPOSE GL 


SETS QUICK— 
RIES CLEAR 


OR WOOD, PAPER, 
“INA, LEATHER, CLOTH 
‘OTHER MATERIALS 


H. B. FULLEF 
COMPAN" 


xT. PAUL 





H. B. 
Fuller Co. 


1150 Eustis Ave., St. Paul 8, Minnesota, Dept. 428 
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A new American made 
portable typewriter, the Clas- 
sic, unveiled at the recent 
NOMDA Convention, is now 
being introduced nationally by 
Smith-Corona Marchant Inc. 
It is a full featured model, 
developed for distribution by 
selected dealers and offered to 
consumers with a full five year guarantee. The Classic has 
a standard 88-character keyboard, key-set tabulation, inter- 
changeable platen, rugged all steel frame, and comes with 
lightweight steel carrying case. It sells for $109.50 plus 
$6.38 Federal Excise Tax, and is color styled in sage gray, 
seafoam green and alpine blue. The Classic is described as 
another step in SCM’s program of developing a line of port- 
able typewriters for sale by selected servicing dealers. 


Portable Typewriter 


Hebrew Greeting Cards 


423 

In a further move to broad- 

en its distributive pattern and 
supply dealers with a complete 
selection of greeting cards, 
Flair Cards has taken over the 
distribution of Ganeles Hebrew 
Cards. All Ganeles cards will 
be shipped together with other 
Flair merchandise thereby sav- 
ing the dealer freight and sepa- 
rate handling. All retail store 
accounts formerly serviced by the Ganeles factory will now be 
serviced by the 33 Flair salesmen. The Ganeles line com- 








bines both English and Hebrew text for: the major holidays 
(Jewish New Year, Chanukah, Passover) and for everyday oc- 
casions (Bar Mitzvah, Bas Mitzvah). The line ranges from 35- 
cent retail cello packs to 25-cent individual cards. 





ee ene 


NO. 350 
PRESENTATION 
EASEL 


















| eR 


At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 





$25.00 List Price 
FOB: Glendale, L. I. 


EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 
tray for storage) @ Easy height adjustment: 44” to 80” = 


Portable = Compact @ Solid construction @ Attractive finish 
Piease write for literature. Dept. MS-9/61 



















ANCO WOOD SPECIALTIES, INC 
SeeNnNDALE 27, N. Y. 
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Boxed Loose-leaf Filler 4 
A new neatly boxed Jumbg 
Pak of loose-leaf filler paper 
Mapple leaf boasts a “see-th 
acetate cover that’s an eye 
catching merchandising aid fog 
dealers, keeps the paper cleag 
and fresh for long shelf life 
and is a built-in booster fog 
sales. For details, write Maple 
Leaf Manufacturing Co., §9 
East 54th St., New York 22, 

















N. Y 
Pocket Sheet Protector 425 
A new Peek Pocket Pro- 
tector is made of durable 





transparent vinyl, 11” by 8%” 
safely sealed one side and bot- 
tom, thumb cut for easy re- 
moval of contents. For pro- 
tecting and color code filing 
of personal, business, medical, 
legal records and _ correspond- 
inter-office memos, sales 
presentations, it is available in 
aqua, yellow, blue, orange and 
clear. Descriptive stuffer is 
available from National Blank Book Co., Holyoke, Mass. 




















ence, 





Pencil Pack, Sharpener 426 
Buy them by the dozen, 
says the new Venus Senator 


pencil pack, and get a pencil 
sharpener free. The tempered 
steel blade sharpener shows up 
! clearly in the new eye-catch- 

wn ee - ing blue, red and white cello- 
phane-wrapped package, designed to stimulate impulse buying 


(‘olonial APOTHECARY JARS 





Master pteces in Glass’N’W ax 


for the unusual in “Giving” 


On left — No. 1203. 8" high x 33/," diameter. Gold Peter Hunt 
design. Scented in three colors of candles. Pink is Carnation 
scented, Blue is Hyacinth scented, Green is Balsam scented. 
Gift packaged. $2.25 Retail. 


On right — No. 1202. 6%” high x 3” diameter with oldstyle 
label. Pink—Carnation scent; Pome—Balsam scent; Blue— Hy- 


acinthe scent: Lavender—Lilac scent; Beige—Sandalwood scent. 
Color matching artificial flower included with each jar. Packed 
1 dozen to carton. Retail $1.89 each. 


(Colonial (Candle (0. of Cape Cod, Inc 


HYANNIS, MASSACHUSETTS 
- - - for more details circle 27 on last pag? 
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DOME Simplified 
BOOKKEEPING RECORD Now : 


Retails for 3:50 



















Millions of people 
across the nation will 
see this full page ad 
which will SELL 


DOME RECORDS for you! 


Order dOnt Short-cut 
Now ! PAYROLL BOOK 


Retails for 35° 





FULL PAGE 
Jan. 12 - 1962 





DOME Improved 


PAYROLL BOOK Onder 
Retails for 9.50 Now / 


DOME ELIMINATES... 


@ Stocking a variety of systems for a variety of businesses 
@ Tying-up money in heavy inventories 

@ Wasting of valuable counter space 

@ Nuisance of selling refill sheets 












i 
S 
§ 


“SP 
i} 
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| il 
= 
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DOME BOOKKEEPING RECORD FITS ALL KINDS OF BUSINESSES 


DOME Personal 


, - | .00 
DOME PUBLISHING CO., Inc. - The Dome Building, Providence 3, Rhode Island TAX RECORD — Retails for] 


4802 Loma Vista Ave. * Los Angeles 58, California 
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at a 49-cent retail price. The rounded hexagon, yellow-finish, 
No. 2 degree pencils have red erasers. Available to dealers is 
a compact counter merchandiser for 24 Senator Dozen-Packs 
Also available is the attractive 12-pencil pack mounted on a 
tabbed card for rack selling. 


Display Fixtures 427 

Low cost display units are 
now available as “point-of-pur- 
chase” sales stimulators. The 
removable bins are unbreak- 
able one-piece molding of a 
high quality industrial plastic 
and available in deep green or 
brilliant yellow. Countless va- 
rieties of set-ups are possible, 
as well as a wide range of standard units, including rotary, 
curved, and straight counter units, free-standing floor units and 
mobile trucks, and well mounted arrangements. All com- 
ponents are available separately. Complete details are avail- 
able in a new catalog which can be obtained by writing Dis- 
play Division, Container Development Corp., Dept. D, Water- 
town, Wis. 





Folding Gift Wrap Rack 428 
A folding rack is offered : ’ ’ 

by Norcross, Inc., as the an- 
swer to low cost seasonal dis- 
play of gift wrappings. Be- 
tween seasons, by just removing 
the rear legs, the rack can be 
stored in the carton it was ‘ - 

shipped in. Other new Norcross fixtures include an all pur- 
pose convertible unit with four wood shelves that can be 





SHOP EQUIPMENT 
AND STEEL SHELVING 


Modular Benches e Steel Shelving e Work Benches 
e Stock Carts e Handicabinet* Benches e Service 
Trucks e Stacking Boxes e Parts Bins e Small 
Parts Cabinets and Cases 









Your customers seeking top quality steel equip- 
ment can be selective and satisfied with BAY’s 
complete line. New products with exclusive 
features maintain the same high BAY stand- 
ards of proper design—produced right, uncon- 
ditionally guaranteed. 

















And, BAY’s system of limited franchise dis- | 
tribution and complete distributor protection paar 
insures freedom from wanton price cutting— od 
maintains BAY’s top quality line for distribu- | 
tors to sell. Check our new catalog and prove amaa 


it to yourself. 





t=) 
LCL?) 


pod 























BAY PRODUCTS DIV. 


AMERICAN METAL WORKS INC. 


1818 W. Cambria St., Phila. 32, Pa. 
BAidwin 9-1805 
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used in a flat or angled position, and a new Norc 


SS Cus- 
tom line of fixtures in white Formica with accents of gold 
in satin finish. 

Wash-Off Crayons 429 


Prang laboratories and tech- 
nicians have come up with a 
crayon formula that is a boon 
to parents, since colors can be 
easily removed from furniture, 
wallpaper, fabrics and other 
surfaces with a damp cloth. 
The crayons come packed in 
a handsomely printed box, 
containing 8 assorted non-toxic 
crayons, large kindergarten s eG 
size; and are cellophane wrapped for quick display, and con- 
tent’s protection. Directions are printed on the inside cover, 
as Well as on the reverse side of the box. Priced at 50 cents 
per box, boxes are packed one dozen to a container and six 
dozen to a case by the American Crayon Co. 


WIPE OFF 
WASH OFF ***"ONs 


Automatic Calculator 430 

f Diehl Calculating Ma- 
chines, Inc., has announced de- 
velopment of an _ automatic 
desk calculating machine with 
a unique mechanism which au- 
tomatically selects the fastest 
way to do any multiplication. 
Because it always selects the 
best arithmetic for any multi- 
; plication, the new Diehl V cal- 
culator is said to give enormous increases in figure output. 
Other features include a new stepped keyboard and special 
checking register to insure faultless entry of figures; decimal 








A New Addition to our Famous Line 
Ad-A-Back Scrap Book 
A Beautiful Lay-Tex Binding 


Colors: Brown, Red, Green, Ivory, Gold embel- 
lishments on padded front cover and back. 


Two Sizes. Filler 
Number Cover Size Paper No. 
8066 14” x 12” Gray 66B 
2261 16” x 13%” Gray 61B 


Books contain 80 gray pages 
Packed one to box 














The filler is supplied with the extra back so 
when ordering refills specify color as 66B Ivory, 
etc. or 61B Red, etc. 

For Price List and Catalog write to— 


W.C. HORN, BRO. & CO. 


200 Fifth Avenue New York 10, N. Y. 
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Why will 
Merriam-Webster 
so back to 
school 
this Fall 
in record 


numbers? 


Merriam-Webster advertising in 
September Reader’s Digest will reach 
almost 22,000,000* households with 
children ... your prime market. 


And because these people read the 
Digest over and over, they’ll see 
the average advertising page over 
42,000,000 times.* This promises rec- 
ord sales of Webster’s New Collegiate 
Dictionary for your store! 


“Source: Alfred Politz Media Studies 


SEPTEMBER 1961 





So stock and display Merriam-Web- 
ster Dictionaries where your custom- 
ers will see and buy them. You’ll make 
record profits this Fall, because the 
Digest helps you... 


double your chances-to-sell! 





People have faith in 


eaders 


Dige st 
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NEW PRODUCTS 


automatically with a single setting; all division operations are 
full automatic with the answer correctly pointed off. The 
Diehl V calculator is priced at $675. 


431 
Distinctive packaging of rich 
black and gold foil highlights 
the new “checkers” letter pa- 
pers by White & Wyckoff, 
Holyoke, Massachusetts. This 
series is accented with care- 
fully selected black matte fin- 
ish paper and novel gold tas- 
sels. A unique cube box of 
formal notes (#62-649) is a 
charming desk accessory, with 
36 white laid notes and 36 
: envelopes to retail for $2. A 
inge cover box (#62-648) with 72 white laid sheets, 48 en- 
velopes, 48 notes and 48 note envelopes retails for $5. 


Letter Papers 
4 


Paper Doll Greetings 

An original and appealing 
juvenile card comes from Gib- 
son Greeting Cards, Inc., of 
Cincinnati. The new little-girl 
birthday card of textured stock 
holds inserts of individual cut- 
out dolls in bottom-fold in- 
side pockets. Each represents 
a different nation, and each 
bears its own caption of con- * - 
gratulations. The dolls are pre-cut, easy to punch out. 


a) 
S| 





Bases 


CRAM’S 


Space-Saver Pull-Down 


GLOBES 


Adjustable for 
Easy Reference 








Globe and Map Publishers Since 1867 


coo. CRE AIM co. i 


730 E. WASHINGTON ST. * INDIANAPOLIS, IND. 


SPA RAP ARS PAAR ARRAS PAPA PR PR RAPRS RAPA PARARAP SPA P AP RPA RAP SAR PAPARARAPS PA PRP APR RARAR 





CRETE ITITI TTT et 
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become standards to hold dolls upright. Outside card captiog 
reads, “A Birthday Collection of Dolls for a Nice Girl 
Inside verses are on both left and right sides of the car 
The card retails at 50 cents. , 


Motel Safe 433 

Schwab Safe Co., Lafayette 
Ind., has announced the addi. 
tion of a Motel Safe to its 
line of insulated products. }; 
is designed to help motels com. 
ply with the innkeepers’ lay 
which requires the innkeeper 
to furnish protection for guest's 
valuables. The safe pictured 
here is equipped with 12 safe. 
ty deposit boxes. Each box js 
controlled by two keys. A Class 
E Money Chest is anchored jin 
the bottom of the safe for the 
protection of money and other 





valuables. 


Desk Pen Display 434 

To visually merchandise 
its Noblot Erasatip, Eber- 
hard-Faber has announced 
a new Noblot Erasatip Dis- 
play (#2230D). Occupying 
only 8%” of counter space, 
it offers the consumer a 
choice of blue or red Erasa- 
tip pens in either regular or 
thinrite points. Each dis- 
play contains three dozen 
regular blue, and one dozen 
each of regular red, blue thinrite and red thinrite. 


Ba yked The Ev Ti EY ot 


TO GIVE YOU EXTRA CHRISTMAS PROFITS 




















NEW NASCON EXECUTIVE PLANNER 


| is another unusual “At-A-Glance’”® Record Book that’s outstandingly 


useful and attractive. It speaks quality from cover to cover. Any 
businessman would be proud to own one. Show the EXECUTIVE 
PLANNER and you will sell it...as a Christmas gift and for per- 
sonal use. Complete and handsome... . this new book shows a Week- 
At-A-Glance on each double page spread, has sections for address 
and telephone numbers and useful information for the executive... 
all printed in two colors, clearly tab-indexed and beautifully bound 
in simulated or genuine leather. Like all Nascon Record Books... 
America’s largest and finest line... this book stands out in quality 
and user-convenience. Take advantage of Nascon’s record for fast 


| turnover... be sure of sizeable extra Christmas profits... order a 
| supply of EXECUTIVE PLANNER and a variety of other Nascon fast- 


sellers today! SELL BEST BECAUSE THEY TELL BEST! 


r7/ MasconS — 
TAGLANCE> Wascom “4t-4A-Glance 
Products 


Nascon Products Division, EATON PAPER CORPORATION, Pittsfield, Mass. 
Showroom: New York, 475 Fifth Avenue 
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Barometers, Thermometers, 
Humidity Indicators 


foemage 


THEIR QUALITY APPEARANCE 


Everybody everywhere is interested in 
the weather — so Airguide Weather 
Instruments enjoy universal appeal. 


Gift shoppers are attracted by distinc- 
tive Airguide beauty as well as the 
utility each model projects. Weather 
trends, temperature and humidity, all 
contribute to contemporary personal 
comfort. 


Prices range from $2.50 to $115 at re- 
tail. A wide choice of wall, desk, single 
and combination instruments is avail- 
able. (Representative group is shown 
here). 


Gift shoppers are prime prospects for 
Airguide instruments. 


AIRGUIDE INSTRUMENT COMPANY 


yale 


THAT WILL 
BOOST YOUR GIFT SEASON SALES 


INSTRUMENTS 





eaders 
Dige st 


ITS INFLUENCE 


is pre-selling the GIFT IDEA of 
Airguide Weather Instruments to its 


35 MILLION READERS 
in the November issue’s full color 
Guide for Holiday Gift Giving, out 
Oct. 21st. For 64 days before Christ- 
mas (and long after) the Airguide Gift 
Idea will be working on thousands of 
your gift business prospects. 


Here is a powerfully potent promo- 
tion that is sure to bring clear “selling 
weather” to dealers who are pre- 
pared to deliver Airguide. 


We invite your immediate request for 
full color catalog and further informa- 
tion. Complete this coupon and mail 
it today! 


2210 WABANSIA AVE., CHICAGO 47, ILL. 


i. ‘ Airguide Instrument Company, 2210 Wabansia Avenue, Chicago 47, Illinois 
~ Gentlemen: Sounds interesting. Kindly send further information immediately. 
G | F 7 S a en DE eines talc lak mas 
ARE ALWAYS eecilinaieananameaies a ee le aA RE NC AE ORL 
ON ce ees comm esis pes cs cas yc. inne ms lpn ne ‘en res min it Cae 
IN SEASON 
ces ates ptm nneh mm ml ae cn ps nm et pn SS lc a 
I ae 
A. L. Co. 
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Copy Holder 435 
Sten-X, a steno- 
graphic notebook 


holder which folds 
compactly for stor- 
age in a desk draw- 
er has been put on 
the market by the 
Cel-U-Dex Corp., 
New Windsor, 
Newburgh, N. Y. Sten-X stands firmly 
on the desk top. Pages of the notebook 
are easily flipped over with no fumbl- 
ing. The device -is made of chrome- 


plated steel, is lightweight, and has 
no sharp edges to catch or scratch. 
Retail list price is $1. 

Calendar Display Rack 436 


A new wire dis- 
play rack to hold 
four complete cal- 
endars as well as 
refill pads, with a 
holder for calendar 
cards or leaflets, is 
offered to station- 
ery dealers by De- SP ae ee: 
fiance Calendar Co. and by Keith Clark, 
Inc. There is a comparison chart silk- 
screened on the reverse side of the dis- 
play panel making it possible for the 
clerk to determine quickly the type of 
calendar pad needed for different makes 


SHOW MORE! and SELL MORE! 


Order these two “Year ’Round’’ 
__ Salesmen from your jobber today! 





PENKnife “= 


No. 115—X-acto Pilfer-Proof 
“Ring The Bell’’ Blade Mer- 
chandiser Deal. 
More than 1,000 Dealers are 
re oo Profit- 
able Repeat Sales... 
day... with this award win- 
ning Blade Merchandiser. 
Contains 170 packages of 
assorted X-acto Blades. 
— Dispenser FREE with 
eal. 





Total Retail List ...... $99.00 


HANDICRAFT TOOLS Inc. 
Division of X-ACTO, Inc. 
48-412 Van Dam Street, Long Island City 1, N. Y. 





Merchandiser Deal. 


Total Retail List 


Full-color Display. 





Nearly a Half-Century experience in precision manufacturing 





The display rack is avail- 


of calendars. 
able free through Defiance and Keith 
Clark representatives with a minimum 
order equivalent to 500 assorted pads. 





Typing Aids 437 
Old Town Corp. 
ie’ 3 announces Over - 
Type_ correction 


paper and Over- 
Type type cleaner 
—two brand new, 
labor-saving items 
in their product 
line. Over - Type 
\3 correction paper is 
marketed in a handy dispenser. It is 
guaranteed to put an end to messy 
erasures. Typist merely types out the 
errors and types in the corrections. 
With Old Town Over-Type type cleaner, 
the typist simply inserts Over-Type type 
cleaner into her machine as she would a 
sheet of paper with the red cleaning sur- 
face facing the type, places ribbon in 
stencil position and then strikes keys 
several times until type is clean. 


Carbon Sets 438 

Interchemical Corp., Copying Div., 
Cincinnati 1, Ohio, announces develop- 
ment and marketing of Speed-I-Copy 
carbon paper sets through stationery 
and office supply dealers in the United 
States and Canada. Speed-I-Copy sets in- 
corporate a new, specially formulated 
extra-white tissue sheet against which 


manually or electrically typewritt>n cap. 
bon copy appears in sharp, easily read. 
able contrast. The tissue copies «re de. 
scribed as exceptionally tear-resistant, 
and easy to handle. A light, “non-tack” 
adhesive permits quick separation of one. 
time carbon paper after typing and elim. 
inates adherence of the copy to otner pg. 
pers in file. The sets are packaged 50 
to a box with a perforated die-cut scoop 
opening at one end for user convenience 


Restyled Record Book 439 
Ideal System 

Company's undat. 

ed “Appointment 


Record” (M-2410) 
has been restyled 
The price remains 
$2.95. The cover 
of the book is en- 
tirely new, in red 
leather - grained 
, plastic that is soft 
to the touch, washable and withstands a 
lot of abuse. A new red plastic binding, 
with spine that runs the length of the 
book, makes page turning easier, faster 
and adds new strength to the book. For 
self-service and browsing customers, an 
overlap on the cover describes the “Ap 
pointment Record’s” advantages and 
versatility. Inside the book, the familiar 
page layouts have new screened lines in- 
stead of solid lines. Important among 
the books features are the facts that it 
is undated, can be started any time, will 
not become dated in stock. Each day is 








Tallies 
No. 120-X-acto Pen Knife Display Placecards 
Contains 24 =3-ST Pen Knives. Scorepads 
cildeiicincieaall $24.00 
FREE! Plastic Display Stand and Rulebooks 


Goren Items 


“HEINES PUBLISHING CO., INC" 


Bringing to you a “KING SIZE” line of 
Card Playing Accessories 


Playing Cards 
Card Table Covers 
Bridge Ensembles 
Bridge Party Paks 


Notes and Stationery 





We offer you the most complete line of GOREN 
Bridge Rulebooks and Scorepads all personally 


revised with the new rules by Charles H. Goren. 











Write for our new Catalog 


HEINES pustisHinc co., inc. 


123 NORTH THIRD ST. 
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4’ length 4 
Sturdy stem, spear tip 
for sandwiches, cakes, 

hors d'oeuvres, cocktails; 
to decorate salads. 







No. P117 Twelve 4” picks, asst’d 
flowers, in tan rattan basket, 
overall 4” x 6”. Each in a pliofilm 
bag. Retail $1.25 


> 













Retail $1.00 
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FLORAL “PICK-UPS” 
for parties — 
Each topped with a realistic 
flower, aglow with color. 
All plastic completely 
washable and re-usable. 


Wonderful 
Wide Appeal 
ct | 
For Fast Profits 






No. $151 Set of eight 
mixers asst’d color 
roses, tinsel flecked 
green stems. In tan 
rattan holder. Each in 
a white gift box. Over- 
all 742” x 4” x 3%”. 
Retail $2.00. 








No. P118 Twelve 4” picks asst’d 
flowers in white glass flower 

pot, overall 542” x 4”. Each in a | 
white box. Retail $1.25 





-DICS | for snacks, cheese, fruits. 

fs ” Es ” 

| eet asa 7] NEW 3” LENGTH 
— i t Caseney No. P105 Twenty 





PETITE FLORA-PICS 


| coon Szae four dainty fairy 
ce we rose picks, all 
va plastic, asst’d 
colors, in poly 
packet 10”x5¥2”, 
Retail $1.00 


No. P30 Petite 
picks. Bulk pack, 
200 in poly bag, 
asst’d colors. 
Write for quota- 
tion. 


FLORA-STIRRERS 
Highball Mixers 
Life-like flower 

decoration. All plastic, \ |: 
washable. 
















No. $152 Set of eight mixers, asst’d 
color Roses, silver flecked green stems. 
In white gift box 7” x 6” x 144”. Retail 
$1.25 


Rose Adorned COASTERS 


No. C160 Set of eight white 
» coasters, each adorned with a 
beautiful baby rose with 2 
leaves, asst’d colors all plastic 
washable. In round transparent 
container 542”x3”. sag 


Retail $2.00. 








——e 


No. P102 Twelve 4” picks, asst’d flowers No. P101 Twelve 4” picks, in poly 
in white gift box. Overall 842” x 434” x 1”. 542” x 11”. Retail $.89 


“FLORALIER CO., INC. 








Regular Trade Discounts 
NOTICE: 


Each article pictured on this 
page is covered by a Copy- 
packet, right and Registration Issued 
by the U. S. Copyright Office. 
We will act against any in- 
fringement of our rights. 


547 West 23rd St. 
New York 11,N. Y. 
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broken into quarter-hours. With six 
separate appointment columns on each 
spread it can be used for the six days of 
the week or, in beauty shops, barber 
shops, etc., for up to six operators on 
a single day. Each column provides for 
the name of caller, services performed, 
and charges or fees. The M-2410 now 
comes packed six to a counter Cisplay 
carton. 


Money Exchange Indicator 440 

A new “Money- 
Matcher” is offered 
as a_ pocket-sized 
accessory necessity 
for the traveler in 
Europe. This novel 
molded thermoplastic device, smaller and 
lighter in weight than a pack of cigarettes 
provides over 2,100 individual money 
value equivalents for 16 countries, in 
amounts ranging from one cent to 300 
U. S. dollars. A printed scroll is oper- 
ated by turning thumb knobs, and the 
amounts are clearly shown at 16 indica- 
tor windows with clear plastic magnify- 
ing lenses on both sides of the device. 
Currency exchange problems are imme- 
diately solved without mental or pencil 
calculations. They may be custom im- 
printed as an advertising specialty. Re- 
tail price is $2.98, according to Applied 














Ticket Punches 
by HOGGSON for Every 


Office and School Use 


Four-color Ball Pen 441 

Consumer Product Co. announces the 
introduction, nationally, of an all-new, 
fully-automatic, Fend Vision four-color 
ball-point pen. It operates by holding 


: 


ie 








one of the four colored dots on the bar- 
rel toward you, press, and the pen auto- 
matically extends the color you have 
chosen—red, blue, green or black. All 
color selections may be accomplished 
with just the motion of the thumb of one 
hand—left or right. The pen is manufac- 
tured by the Gebr. Fend Co. in West 
Germany, manufacturers of fine writing 
instruments for 60 years. Consumer 
Product Co., 60 E. 42nd St., New York 
17, N. Y., is their sole U. S. distributor. 
The new pen comes in chrome, solid- 
silver or rolled-gold, retailing from $8.50 
to $20. 


Punch Card Glue 442 
Anew © glue 
product for adher- 
ing tabulating 
punch cards to 
cartons, cases, etc., 
has been devel- 
; oped by Glue-Fast 
“SS Equipment Co., 9 
S White Street, New 

York City 13, N. Y. Developed 
to be used with label gluers which 





you re sure of: 


With International Business Forms, 


QUALITY PRINTING, produced 
on high speed rotary equipment. 





apply a thin, even film of glue 
ready-for-use GF#55 liquid glue makes 
it possible to use these cards as ad- 
dress shipping labels, for product iden. 
tification labels, inventory contro! data 
labels, etc. A bulletin on the use of 
this new liquid glue is available from 
the company. 


Side Chair 443 
Efficient space- 

saver design has 

” been incorporated 


in the new office 


, side chair intro. 
duced by Stylex 
| Seating Co., Del- 


anco, N. J. The 

new chair designed 

for general utility 
use, is compatible with the company’s 
Geometric Series and fits in with many 
phases of office operation. The seat 
is a full 17 inches wide by 17 
inches deep. The back rest has 
molded plywood construction with 1% 
inches of foam rubber cushioning. An- 
other feature is the wall-saver leg con- 
struction. Heavy-gauge square tubing is 
used and rubber cushioned self-leveling 
glides are incorporated on all legs. The 
new chair, designated model 930, js 
recommended for conference rooms, 
training classes, sales clinics and many 
other group seating uses. The complete 
price list, with a schedule of discounts, 
can be obtained by writing for a new 
catalog No. 1001. 








with SNAP-APARTS and CONTINUOUS FORMS 
from INTERNATIONAL BUSINESS FORM 







SNAP- 
APARTS 


International Snap- 
apart forms have been 
a standard of quality 
for years. Fine print- 


No. 46 COUNTER No. 26 & ee om 
: No, 27 ate COMPETITIVE PRICES and 

Description: LIBERAL; DEALER DISCOUNTS. CONTINUOUS 

No.2 — 1%” reach. Ye" to V4" standard designs. Ask for models 

round holes, ass’t. dies, letters & equipped with Tally Counter. FORMS FF 

figures. No. 17 — Notch or Edge Cutter DELIVERY PROMISES you can é 

No.3 — 11/2” reach. Ye" to Va Dies Y%4"' to 5/16" max. count on 

round holes, ass‘t. dies, letters & No. 33 — Notch or Edge Cutter ; 

figures. Dies Ye" to V2" max. 

No. 12 — 2” reach. Ve" to VW No. 29 — Corner Punch aids in as- 


round holes, ass’t. dies, letters & 
figures. 

No. 470 — 3” reach. Ye" to Vs 
round holes, ass’t. dies. 

No. 46— Minute Book Punch, % 
to Y2" round holes—oblong, oval 
or slotted holes. A Notch or Edge 
Cutter where large dies are re 
quired. 

TALLY COUNTER PUNCH registers 
1 to 99,999. Available with Ve”, 
3/16” & VY" round holes and all 


sembling & fitting letters and 
papers. (Oblong slots) and Ye" to 
V4"' round holes. 


No. 26 — Sliding Gauge Punch 
1%" reach. 
No. 27 — Sliding Gauge Punch 
2” reach. = 

Send for 

HOGGSON 

PUNCHES 

Folder 


THE HOGGSON & PETTIS MFG. CO. 


141F Brewery St., New Haven, Conn. 
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FAST QUOTATION SERVICE, 
24 hours or less if necessary. 


EASY-TO-USE PRICE LIST. 






3 INTERNATIONAL BUSINESS FORMS 


| N R POR 


1600 E. 26th St. 


© Little Rock, Ark. 4 
7 


Line hole punched 
tabulating; pasted or 
stapled-up to 10 parts. 
International quality— 
at the right price 


REMEMBER - - 
We sell through ” 
DEALERS ONLY 

never direct. 


PUVTTTITITILI LLL eee 


t —— 4 
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prepuce your Inventory—INCREASE your Profits 
with the world’s first 


2 PIECE COVER 





Customers choose Covers, 
Backbones, Inserts... 








BINDEMATIC’S ATTENTION GETTING 
Silent Salesman display stand 
does it all 


Takes only 24 inches 
of counter space—fea- 
tures many styles and 
120 combinations .. . 
and paper refills. 
Here's almost every 
looseleaf binder style 
in unlimited color 
combinations assuring 
you “The Professional 
Touch with Profes- 
sional Results” 
Saves you Time — 
Space — Money. And, 
assures Outstanding 
turnover. 








A WHOLE ROOM OF NOTEBOOKS IN SO LITTLE SPACE 


BUILD-YOUR-OWN looseleaf 








. build-their-own 
attractive notebooks 


COLOR-ANODIZED—— ee 


ALUMINUM OO” SSE 
AP 


— 
vorv 


<P AN INDUSTRY FIRST 





Bindematic’s attrac- 
. built-to- 
shipping and handling costs. 


A revolution in the notebook binding industry! 


tive . . . lightweight aluminum backbones are sturdy . . 
take-it . . . 
With Bindematic, 


utilizing a wide choice of colors and styles. 


saves money in mailing, 
customers can build any notebook style they desire 
Soiled, un- 


sightly covers can be replaced at minimum expense. 
SEE US AT NSOEA CONVENTION 
ROOM 617 — CONRAD HILTON 


ATTACH TO YOUR LETTERHEAD AND MAIL 


P Please send us complete information about your 
BINDEMATIC silent salesman display. 













i 
ALSO SEND____—s« COPIES OF YOUR FREE CATALOG 





BINDEMAT 


SEPTEMBER 1961 









Made a fit ¢ f GU fuljlp —™ | ADDRESS 


‘ee 











aeeaie CITY — 


COrp. 
1500 W. Third Ave., Columbus, Ohio 
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NEW PRODUCTS ... . 





Samples of all may be obtained by 












Called The Blue Ribbon, it is constryg, 


NEW 



















writing Masterpiece Studios, 5400 W. ed with great simplicity. Severai innoyg. 

35th St., Chicago 50, Il. tions include a precision tight stap, 
Plastic Film Ribbon 444 channel which permits only one staple jj Secret® 

; 4 Carter’s Ink Co. exit at a time, thereby  reducin 

1 has developed and One-hand Tape Dispenser 446 clogging and jamming of staple 

is now marketing ' A new one-hand The loading of staples has beg 
a new Plastic Film cellophane tape simplified through the use of a» . 

Typewriter Ribbon. dispenser, the “open roof” loading bar. The entir 
Described as handy _ tape-mate, strip of standard staples are simp) & 
stronger and thin- is said to make placed onto the bar. Anchoring the nev a 

ner than ordinary ribbons, the new Plas- quick, easy work stapler is a solid full length rubber bag 

tic Film Ribbon is more economical and of dispensing cell- pad. Colors are Sky Blue or Fire Red 

gives sharper, more clear writing charac- ophane tape. In addition to stapling and pinning, the 

teristics. It is 875 feet long and extra Simply press the lip of the tape Blue Ribbon’s base Swings away quick. 
strong to reduce the expense and an- against whatever surface is to be ly, converting it into a tacker. The ney * 
noyance of frequent ribbon changes. sealed and maintain a firm pressure staplers are $5.50 list. graphic 
while drawjng tape along the surface. wre adj 
Once the desired length has_ been able 16 
Name-imprint Cards 445 reached, a wrist-flicking motion cuts the Skip-proof Ball Pen welded 
Masterpiece Stu- : tape and the dispenser is automatically The new Rivier The sea 
dios advises that i primed for re-use. With no moving parts, pen from Ferbe ered wi 
its new 40th An- the two-ounce plastic dispenser can be Pen Corp., Engl. at foan 
niversary line of a used indefinitely and refills of tape can wood, New Jerse — 
name-imprint FASE be purchased separately. The Tape-Mate is being marketed also 1% 
Christmas cards E dispenser, with 600 inches of '%-inch with a special ter. ordered 
features the broadest selection in its tape, sells for 89 cents. It is a product tured carbide ball {SP°! 
entire history. “The seven Masterpiece of Tape-Mate division of Nu-Era Corp., This special  fez- - be 
albums have been specially compiled to Rochester, Mich. ture, usually found dinch 
give dealers a well-balanced variety of | : only in pens high chrome: 
styles — from lowest priced to most ees | er in price thag "0" 
deluxe, from modern to traditional, Desk Stapler 447 the 39-cent Riviera, is said to insur catalog 
from colorful to reserved,” MS adds. A sturdy new easy writing over slick, damp or greay§ "% to. 

For those who want the best that money standard _ stapler, surfaces. In addition to a colorful two- 
can buy, it recommends its Prestige containing only dozen counter display, this new pen if Perfyr 
album. The six other offerings include four moving parts, also packaged on individual heat sealei§ perf 
the Imperial, Majestic, Faith, Economy, has been = an- cards. Several attractive barrel colon. § 4 scer 
Thrift-Line, and Popular Priced albums. nounced by Markwell Manufacturing Co. with chrome cap and trim are furnished. f mas g 
eS a a < ntrodu 
































| y A GOOD "|: 
ing inl 
THE GIFT LINE © FT bined 
NUMBERING fF wc 
give a 
presents a new impulse item with MACHINE ge 
instant sales appeal AT *16.50 LIST dl 
at $1. 
+A PRICE YOUR {=> 
Ci ‘ 
the CLIP LITE CUSTOMER WILL PAY! Twent 
can D 
| | Made abroad taf 
— the be 
IP Our yicadions, 1300, 
© A personal reading light — 
© A telephone and serviced by ud percer 
message-center light ribbor 
eA night light No. NM-2H, Size 2. Six bulk 
Koes : = : wheel; consec., dupl., trip., 

Practical, distinctively styled and beautifully finished in brass, quad. Chrome plated. Posti 


the CLIP LITE has everything needed to make it a best-seller. 
Spring clamp holds it in place on shelf, desk, book... or it may 
be hung on wall. Complete with brass shade. switch, cord and 
bulb. 780 CLIP LITE, retail, $2.95 


WRITE for new catalog today 


List (incl. excise tax) $16.50 
less our regular discount. 








PRODUCTS 


a division of Ketcham & McDougall, Inc. 
Roseland, New Jersey 


LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-420 
3524 NORTH CLARK STREET, CHICAGO 13 














or ¥ 
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secretarial Posture Chair 449 

A new secreta- 
rial posture chair 
announced by 
Stylex Seating Co. 
matches the con- 
temporary design 
of their Geometric 
Series. This budg- 
et priced chair, 
model No. 942, 
offers a heavy duty 
tilt - back steno- 
yaphic control with five separate pos- 
re adjustments. The frame is of dur- 
able 16-gauge square tubing and _all- 
welded construction is used throughout. 
The seat is built of no-sag springs cov- 
eed with latexed sisal and 1% inches 
of foam rubber. The back is molded 
plywood with a padding of foam rubber 
also 144 inches thick. The chair can be 
ordered in Chromata Naugahyde or 
gospoints. Fourteen color combinations 
can be ordered from stock. Casters are 
dinch soft-rubber ball-bearing type in 
chrome-plated housings. Further infor- 
mation is included in the new illustrated 
catalog and price list, available by writ- 
ing to Stylex, Delanco, N. J. 





Perfumed Gift Wrap 450 
Perfumed Prints, 2 

a scented Christ- 
mas gift wrap, is 
introduced in this 
year’s Cleo Corp. 
line. The  print- 
ing inks are com- 
bined with an im- 
ported perfume to 
give a light scent 
to holiday packag- 
ing. Four 24-inch 
rolls of Perfumed : 
Prints are packed in each box, pre-priced 
at $1.98. The box is printed in gold foil 
and has a handle at the top with a snap 
closure to facilitate using and storing. 
Twenty-one embossed medallions, which 
can be snapped out for gift trims and 
decorations, cover the sides and back of 
the box. This year the Cleo Corp., Box 
1300, Memphis, Tenn., is also featuring 
Expando Foil Christmas wrap which 
“stretches” around packages with a 15 
percent stretch feature, and Cleo-sheen 
ribbon in dispensers, reels, boxes and 
bulk bows. 





Posting Tray 451 

A portable ma- 
chine posting tray 
for bookkeepers 
and _ accountants 
has been _intro- 
duced by Wilson 
Jones Co. Called 
the “Porta-Ref”, it 
is being  distrib- 
uted nationwide 
through retail stationery stores. The 
‘Porta-Ref” was designed, the manu- 
facturer says, to house machine posting 
of writing board forms used by small 
offices or businesses, or a convenient- 





SEPTEMBER | 96! 








The Boss Meets Plastisol F-100 


New Columbia Plastic Coated Copy Film 


OU’LL be enthusiastic, too, hole « Packaged in new patented 

once you’ve seen new Plasti- Carbnpad—100 sheets to the pad 
sol F-100 copy film out- « Easier to use, easier 
wear and outperform to store—in every desk 
even the finest carbon drawer « Try it! 
papers! FREE DEMONSTRATION— 
Plastisol F-100 outwears Write either Columbia 
carbon tissue by 3 to 5 Ribbon & Carbon Mfg. 
times + Re-inks immedi- Co., Inc., 51 Herb Hill 
ately « Produces perma- Road, Glen Cove, N. Y. 
nent, smudge-free copy or Columbia Ribbon & 
with complete uniform- Carbon Pacific, Inc., 
ity «+ Doesn’t dog-ear, Duarte, Calif. No obliga- 
tree, curl, wrinkle or pin tion, of course. 


MASTS F100 
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NEW PRODUCTS .. . 


size portion of the records of larger 
installations. In addition to  hous- 
ing accounts receivable, accounts pay- 
able, general ledger and payroll records, 
it is ideally suited for cycle and charge 
account billing. It has two carrying 
handles which are turned down when the 
tray is open, becoming supports that pre- 
vent the tray from tipping. The cover 
has a lock; rubber feet prevent marring; 
and there is a label holder for identify- 
ing the contents. Each “Porta-Ref” holds 
up to three inches of sheets in sizes from 
6% x 10 inches to 12 x 12 inches. 


Correction Paper Booklets 452 
A “Handy Pack” 
display features 
Ko -Rec- Type in 
convenient new 
book - lets with a 
self-stick tab on 
the back. They 
correct hundreds 
of errors yet re- 
tail only 25 cents. 
Each booklet is 
mounted on an 
eye-catching dis- 
play card. The 
cards and display are ideally designed to 
build impulse sales, says Eaton Allen 
Corp., 170 Tillary St., Brooklyn 1, N.Y. 


























PRE-SET FOR 
PERFECT PUNCHING 


PAPER 
PUNCHES 


CLIX 


are also available in: 

















See your Wholesaler or write fo 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 





No adjustments, no gauges, 
nothing to mark — 

just insert paper 

and squeeze! Clix 

punches are permanently 
pre-set for proper center 
distances . . . save time 
and waste motion. 

Always accurate, 

jamproof, trouble-free. 


DOUBLE DUTY PUNCH 


1-Hole Punches — Model 100X — List $.65 
2-Hole Punches — Model 2 — List $2.75 for 5”—12” sheets 
3-Hole Punches — Model 3 — List $3.75 
7-Hole Punches — Model 7 — List $7.50 
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Booklet size packages of Ko-Rec-Type, 
each containing 12 sheets, are available 
in a counter display carton. 


New Globes 

Replogle Globes, 
Inc. of Chicago of- 
fers a new concept 
in World Globes in 
the new Better 
Homes & Gardens 
“True - To - Life” 
Globe line, now 
available for fall 
and holiday selling. According to Re- 
plogle, the 12-inch “True-To-Life” Globe 
really looks like the earth. Deserts, snow 
and ice, tundra, tropical rain forest, 
mountains—in fact, ten different types of 
regions on earth are shown in dramatized 
natural coloring. Yet the globe includes 
thousands of place names, clearly de- 
fined boundaries, and other useful refer- 
ence material found on purely political 
globes. There are six models in the line 
ranging in price from $9.95 to $14.95 
retail. Non-illuminated models are in 
raised relief; illuminated models in shad- 
ed relief coloring. 


453 





Binder Extender Device 454 
A new type of 
metal device made 


by a company in 
The Netherlands is 
said to accomplish a generally impossible 


~ 





MODEL 32 
List $5.75 


letin boards. 








Wall hanging, 
net boards. All kinds, all standard 
sizes and specials on fast delivery. 


portable 


ROWLES MANUFACTURING CO. 
| 6400 W. Cortland 
| 





job, that of keeping solidly-filied Post 
binders open at any desired position 
while the bookkeeper works at he 
tabulation machine, checks invoices 
transfers figures to ledger sheets, A¢. 
cording to the manufacturer the é&. 
vice is known as an Extender. It cop. 
sists of a stout metal strip containiny 
two teeth of unequal length in the mid. 
dle. The book is closed and placed jp 
its normal position, front facing up, o 
a flat surface. The extender is the 
inserted in the rear of the book so tha 
one or both teeth, depending on th 
thickness of the binder, occupy the spine 
between the front and back covers 
Thereafter, when the book is opened 
to any position, it can’t ever clog 
again unless the extender is removed 
The extender spares the bookkeeper the 
tiring and diverting labor of keeping one 
hand in the book. For further infor. 
mation contact the Netherlands Trag& 
Commission, 10 Rockefeller Plaza, New 
York 20, N.Y. 


Self-sticking Airmail Tapes 455 

Labelon Tape 
Co., Canandaigua, 
N. Y., announces 
a new _pressure- 
sensitive airmail 
tape in a_ special 
plastic dispenser 
It is printed in red 
~ and blue inks on 
a white acetate film tape, mounted on 








LES 


PROFIT 
INE 


NATIONALLY FAMOUS — 
PRESOLD FOR YOU! 


Sell ROWLES — the best known 
name in chalkhoards and cork bul- 
Biggest profits, 
delivery and complete lines of the 
world’s finest 

@ CHALKBOARDS 

@ CORKBOARDS 
@ PEGBOARDS 
@ BULLETIN BOARDS 


fast 


and cabi- 


write for profit program and prices 


DIVISION OF 


@ Chicago 35, Ill. BECKLEY-CARC 
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attractive tambour front, file space, ee : ; 
U wastebasket niche, storage area. from the front, but each has distinctive features 





conan 


—_— ee 










































TWO NEW 


ARCHITECTURAL DESIGN GROUPINGS 


with clean sweeping styling in 


View from approach 
| side showing hinged 


IS then storage area. 
K so that : the Wow 
>. On th 
| ACOthtli SERIES 


WOOD OFFICE FURNITURE 


New additions to the Spacemaster Series that fit 
an important need in “compatible” office planning 
— especially when done by architects! Execu- 


Executive arrangement with tive and secretarial arrangements look similar 
particularly suited for individual convenience and 


office furniture — with normal dealer markup! 


== vores 















Secretarial arrangement features 
tambour front, typewriter pedestal, 
file and storage areas. 


JASPER OFFICE FURNITURE COMPANY 
JASPER, INDIANA 
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let HIGGINS guide you to \ : 


PA 





J 


Three new Higgins drawing aids acceler- 
ate rendering and drafting. Earn your 
customers thanks by offering these modern 
tools to today's draftsmen and technical 
illustrators. 
INDIA INK CARTRIDGE feeds the right 
‘amount of ink to any instrument 
INK-A-MATIC fills ruling pens fast—with 
new “one-hand action” 
TECHNICAL ILLUSTRATION—a complete- 
ly revised book on this most timely 
subject. $5.00 each. 
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special plastic dispensers with a sharp 
cutting edge for quick and easy removal 
from the roll. Labelon Airmail Tape is 
priced at 39 cents per roll with 125 la- 
bels. The company also has a new 
self-sticking index tab with an overlay 
of clear Mylar and a_ self-adhesive 
“Write-On-It” label for hospitals and 
laboratories. 


Soap Grinder Dispenser 

A new 
iS grinder dispenser 
has been _intro- 
duced by Franklin 
Soap _ Dispenser 
Corp., an affiliate 
of Franklin Metal 
Products. This 
unit has an over- 
all projection of 4 
inches, is 8% 
inches high, 2% 
inches wide, and 
has a case width 
of 1 5/16 inches. 
Franklin said the 
pulverizing of the 
soap, a 144 ounce 
bar, is accomplished by a group of lat- 
eral cutters which shave the soap into 
a fine powder. The soap bar is held 
in the cutting area by a traveling screw- 
gear arrangement. The threaded tip nut 
travels along a Micro threaded screw 


456 


soap 





~ wINDOws 


SENCO RULER DISPLAYS SAY... 
“TAKE ME 





toward the cutters as a handwheel is 
turned. According to the firm, which 
is located at 12 E. Kinzie St., Chicago 
11, the soap spindle is attached to the 
handwheel and inside the handwheel a 
one-piece, round stainless steel cutting 
disc has been set. Only the handwheel 
moves, the firm added. 


Executive Swivel Chair 457 

age A new line of ex- 
ecutive swivel seat- 
ing has been intro- 
duced by Carlton- 
Surry. The © six 
new “Space” arm 
chairs, as they are 
called, have a 
sculptured flair 
and coordinate 
= with the regular 
arm chairs in the rest of the Carlton- 
Surry line. The “Space” chair series de- 
rives its name from a design illusion that 
the chairs’ seats and backs are sus- 
pended from the framework of the 
chairs themselves. The effect is a “float- 
ing” appearance. The walnut frame is 
sculptured to occupy a minimum floor 
space of 24” x 24”, consistent with mod- 
ern architectural and functional consid- 
erations. Removable inserts allow color, 
style, and cleaning changes for greater 
versatility in varied business seating ar- 
rangements. Leathers, vinyls, fabrics, or 
combinations of these may be used to 
complement any design concept. Brush- 
ed brass or chrome scuff plates are op- 


4 








tional. A catalog sheet, price ‘ist, and 

other information are available on re. 

quest from Carlton-Surry, In 1516 

Blaine Ave. S.E., Grand Rapids, Mich. 

Counter Display 458 
A counter display We Woe consi 


is offered featuring 
Ko-Rec-Type, Ko- 
Rec-Kits, Just Rite 
ribbons and Ko- 
Rec-Copy carbon 
paper. It is design- 
ed to build impulse 
sales of both Ko- 
rec-Type and car- 
bon paper and rib- 
bons. The compact unit is 13 inches wide. 
For details write Eaton Allen Corp., 170 
Tillary St., Brooklyn 1, N. Y. 





Gift Wrapping Assortments 459 

An up-to-date 
version of its best 
selling gift wrap- 
ping floor rack 
assortment of last 
Christmas — season 
is offered dealers 
by Dennison Mfg. 
Co., Framingham, 
Mass. Popularity 
of the $146.25 
assortment is due to its being geared 
to the “average budget,” Dennison 
says. Of the 473 items it contains, 
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sional people . . . pass through P 
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every day. Everyone of them 


could use an extra ruler. Tempt 
them with Senco Ruler Displays. 
Senco rulers sell! The Senco plan 
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1516 | & Be sure to see us at 
ec. NSOEA Booth 616A 


ks 
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vats or icss. They include gift wrap- 
sings, wrapping kits, ribbon, pre-tied 
458 | hows, an jumbo assortments of tags, 
sag! gals and cards. Dennison Regal Ovals 


it , 98 cent three-packs, rolled foil in cut- | 
j or edge boxes also at 98 cents, and rolls | 


ip 5 PCE 


f colored foil at 39 cents complete 
wis market-tested offering. A larger floor 
ack assortment, aptly named the Titan 
yecause Of its high volume payload, is | 


so available. It features 597 high unit | 
3 ales items valued at $353.68. Converse- ; COMPETITION ac 
y for stores with a space problem, etc., : K 
Dennison offers its Space Saver floor | PROMOTIONAL 
: d assortment. Here 468 Christmas 
eel STEEL DESK 


179 | sift wrap units valued at $80.48 are dis- C. H/ “Ot th M, ” 
layed in less than four square feet of d df} e df} PACKED FULL OF FEATURES 
floor space. All items of Dennison’s as- for profit facts © Armatrong linoleum top @ 5 roller 





sortments are pre-priced for easy self- bearing drawers @ Brushed aluminum 
459 | xlection and quick, accurate check-out. hardware and trim ® Adjustable 
glides @ Oven-baked enamel fin- 








ate K & C's LOWEST INDUSTRY . . © Plus 
best | Office Chairs 460 | &C i : ~ : cone 4 colors Plus 
vrap- Lyon Metal % K &C's HONEST QUALITY— | K & C quality cuts costly servicing— 
rack Products, Inc., 2 NO COMEBACKS! you keep the profits on our fast- 

last Plant Ave., Au- K & C's FAST. FAST SERVICE moving promotional files, desks, stor- 
ason rora, Ill., has an- | age cabinets and combination units. 
alers nounced the addi- COG: es Ae . . « write, wire or call Stan Neichin 
Mfg. tion of four new | collect for the stay ahead of compe- 
ham, office chairs to its tition FACTS! 
arity line of office furni- METAL PRODUCTS Co., INC. 
6.25 ture. Cataloged as 
ared the Lyon Swivel 1007 Greene Ave, Brooklyn 21, N.Y. 
uson ng Arm Chair, Guest —=™~ HYacinth 1-4510 
ains, Arm Chair. Side YEE OVER A DECADE OF QUALITY AND F as uf ny 
25 | chair and Stenographer’s Swivel Chair, | PRECISION IN STEEL EQUIPMENT nh 
— | the four models are modern in design, - for more details circle 59 o1 59 on » last page 


and have foam cushioned seats covered 


with elastic, resin-coated vinyl. 
Personalized Greeting Albums 461 ¢ A T ¢ : \ 7 7 R (} . I] S 
National Artcrafts, Inc., 3000 West | 


Fort St.. Detroit 16, Mich., is handling 


all of the personalized Christmas card | / 
lines published by the various com- C ule aS qd 
panies associated with United Printers | 
and Publishers, Inc. This includes Rust 
FILE-IT 


Craft, Brownie, New England Art, Art re the NEW 
Lime 


Lines and, of course, National. Four 

National albums include the Santa al- 
Self-Service Filing Supplies 
Index Cards e« File Folders 


bum, Religious album, and the Whim- 
e New eye catching package! 








sies album with prices ranging from 
$3.50 to $12.95 for 25 personalized 
cards. A gold and white Rust Craft 
album has 50 designs, priced from $4.95 
to $18.00 for 25 cards personalized. 


Improved Ball Point 462 eis : : 
The A. T. Cross © Special “Self service” prices! 
\ Co. announces the ¢ Immediate shipment FROM YOUR 


addition of a new 

“ultra” refill to 

~ their line of ball 
pen refills. The 

new refills are tipped with “Star Rubies,” 
a synthetic stone of high gem quality 
made by a division of Union Carbide. 
Ink adheres evenly on the entire 
Surface of the gem, insuring greater 
smoothness and completely non-skip 
writing features. As a result of this sig- 
nificant and important advance in re- 
fill design Cross has attained a 15 per- 
cent longer refill life and even finer writ- 
ing characteristics in their quality pens. 


AREA — 3 shipping points: 
Garden City, N. Y., Chicago, or 
Los Angeles 





e Long recognized quality 


Take advantage of outstanding sales and 
profit opportunities offered by FILE-IT “self 
service” filing supplies for students, small 
business people, and other “smaller quantity” 
buyers in your area. 


Write today for complete details 


IMPERIAL METHODS COMPANY 
750 S. Circle Ave., Forest Park, Ill. 


IER SEPTEMBER 1961 - - - for more details circle 55 on last om. 
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463 
A new _ studio 
card “Laugh 


Rack” display fix- 
ture is available in 
80-pocket and 110- 
pocket designs 
from Box Cards, 
Inc., 526 N. La 
Cienega Blvd., Los 
Angeles 48, Calif. 
It features a back- 
up drawer on the 
bottom which of- 
fers storage space 
for those accounts interested in working 
with reorder control. The displays are 
supplied with a full complement of cards. 
Box Cards has also offered a 24-design 
Personalized Christmas Album. 








Letter Opener 


464 


Anew _sietter 
opener molded of 
plastic is said to 


zip open letters at 
the rate of 25 a 
minute. It slices a a 
1/16” strip from the top or side of the 
envelope without harming the contents. 
Cutting edge of the letter opener is an 
ordinary single-edged razor blade which 
fits neatly between the halves of the 
opener and is held in place by raised 
nibs corresponding to openings in the 
blade. One side of the letter opener is 
molded flat for imprinting when used as 
an advertising specialty item. Weighing 
%4 of an ounce, the letter opener is made 
to retail for 29 cents with blade. Detroit 
Plastic Tile Co., 21950 Wyoming, Oak 
Park 37, Mich., is the manufacturer. 





imprinted Pencils 465 

Dealers wishing to 
supply customers 
with small quanti- 
ties of imprinted 
pencils are offered 
fast imprint service, with a one-line im- 
| print of 45 characters or less, from Gard- 
|ner Stamp Co., 166 S. Washington St., 
Wilkes-Barre, Pa. The service is avail- 
able on as few as one gross of bonded 
Hexagon pencils, in any of three de- 
grees. The same company offers person- 
alized children’s pencils, with a cowboy 
and Indian western scene as pictured, to 
retail for $1 a dozen. 


New Matched Packaging 

Codo Manufac- 
turing Corp. of 
Leetsdale, Pe.; 
which manufac- 
tures a complete 
line of carbon pa- 
pers, ribbons, and master units has 
| changed to a matched package line. Us- 
jing gold, black and white combinations, 
|the new packages are modern and eye 
|catching. In addition to the color scheme, 


466 


is 














certain improvements were mad 
construction of the packages fi 
handling. 


in the 


easier 


One-Writing System 467 
\ccounts 
Package, 


A new 
Payable 
a “one writing’ 
system, has just 
been introduced by 
C. E. Sheppard 
Div., Yawman & 
Erbe Mfg. Co. 
Inc., Long Island City 1, N.Y. When 
the check is written, the check register 
and purchase distribution is done at 
the same time, eliminating transcription 
errors, saving posting time. A _ con. 
venient adapter kit permits use of vend. 
or’s ledger cards also. The package 
costs $89.50 and includes a binder with 
storage pockets, an anodized posting 
board, 100 check registers, 1000 per- 
sonalized checks and personalized en- 
velopes. 


Mik wg 


Office Chair 
The “Durango,” 
model No. 5287, 
is the latest addi- 
tion to Emeco’s 
“Colorado” line. 
It has six posture 
adjustments and 
can be locked in 
whatever position 
the user finds most 
comfortable. Oth- 
er features are con- 
temporary styling, : 
square lines, one-piece aluminum base, 
silent roller-bearing casters, foam-rubber 
seat and back. Another chair recently 
added to the line is the “Alamosa,” a 
swivel arm chair with a seat 191%” wide 
and 193%4” deep. Information on all 
“Colorado” line chairs is available from 
Emeco Corp., Hanover, Pa. 





Improved Glue Container 469 

A “revolution- 
ary” new plastic 
cap design for its 
All-Purpose Glue 
\ j container is an- 

- nounced by _ the 
H. B. Fuller Co. 
The cap is de- 
signed to prevent 
glue from harden- 
ing in the spout 
and to start and 
stop it flowing at 
any time in a sim- 
ple, no-mess opet- 
ation. No paper 
clips, pins or nails 
are necessary, also, 
the lid can’t be lost, H. B. Fuller adds. 
The container for the glue, which was 
formerly translucent white and blue, has 
been given added eye appeal by substl- 
tuting orange for the blue color. The 
high quality of the quick sticking trams- 
parent glue which the container holds 
remains unchanged, H. B. Fuller stresses. 
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Preseniation Binder 470 

Acco Products, Ogdensburg, 
N. Y., has introduced a new 
Accopress Binder for presen- 
tation purposes. As the front 
cover is transparent acetate, it 
allows the entire front page to 
show. This makes possible the 
use of photographs or other 
illustrative material in the cover design and also provides 
immediate identification—while still giving complete pro- 
tection. The acetate is heavy gauge; the back cover 20-point 
Type | genuine pressboard—exceptionally firm, flexible, and 
durable. All punched sheets are held firmly in place by the 
Acco Fastener. The binder is available in a choice of 12 
colors. Suggested retail price is 70 cents. 


Map Wraps 471 

American Map Co. has announced publication of four gift 
wraps With map themes, appropriately entitled “Map Wraps.” 
One is a detailed, up-to-date map of the world, with countries 
in contrasting colors, time zones, steamship routes, capitals, 
rivers, etc. Other designs include a detailed map of the United 
States, a star chart of the heavens, and a mythical map of 
Playland. The last of these illustrates the characters of Mother 
Goose rhymes. The gift wrap maps are identical in detail 
to larger mural maps. They are printed on 40-lb. gift-wrap 
stock, 2042” by 28%”, folded to fit any standard rack in 
cellophane package, labeled, and pre-priced. Two map wraps 
of one kind per cello package retail at 39 cents. There are 
25 packs of one kind per carton. Discount information and 
other details are available from American Map Co., 3 West 
6lst St. New York 23, N.Y. 


Smoking Stands 472 
Walnut and brass smoking 

stands in 26 models of contem- 

porary and traditional stylings 


are being offered by The Carl- 
ton Co. of Cleveland, Ohio. 
Heavily weighted bases and 
heavy duty finishes and mate- 
rials make them particularly 
well-suited for offices, hotels, 
We. institutions and commercial in- 
stallations of all types. Some 
models feature Formica tops, all have removable glass or metal 
ash trays. Each stand is individually boxed in a shipping 
carton. 
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Men’s Matched Accessories 473 

Made in smooth cowhide, 
English morocco or India calf, 
Rolf’s new Trim Line matched 
accessories for men combine a 
fine gold bar with a feature 
stripe to achieve a matched 
look. The accessories are avail- 
able individually or in gift 
package sets of two, three or 
four pieces. Illustrated here 
are the Trim Line accessories 
in black English morocco. Clus- 
tered around the pocket secre- 
tary ($7.95) are the Townsman billfold, $7.50; card case, $3.95; 
money clip, $3.50; key case, $3.50; and glasses case, $3.95. 





Auxiliary Folding Table 474 

A space-saving folding table 
for general office use has been 
introduced by Howe Folding 
Furniture, Inc. This unit opens 
to 16” by 28”, stands 27” 
high; it fits comfortably over 
the user’s lap. Folded, it meas- 
ures just 342” deep, stores al- 
most anywhere. It can be used 
as an auxiliary table at desk 
side, for reference books, typing, and as a resting place for 
material being filed. Legs are of tubular steel in beige or 
black and tops are mar-resistant plastic laminate in mahogany, 
teak or tan linen patterns. Self-adjusting brass glides protect 
carpeting and flooring. 





Horseshoe Accessories 475 

Real horse shoes are now 
being put to a variety of inter- 
esting uses by Equine Products 
Co., 949 No. Erie St., Racine, 
Wis. Polished smooth, chrome 
or brass plated and fitted with 
appropriate bases, they become 
book ends, picture frames, nap- 
kin or letter holders and pen 
holders. Without bases they 
find ready use as wall and door decorations, paper weights, tri- 
vets, or simply as ornamental knick-knacks, equally suited to 
sophisticated or casual surroundings. Both pony and full- 
size shoes are included in the line. Marketing plans include 
gift shops and stationers. ; 





$@No. 531 STERLING'S ARCHITECT’S SCALE 


Popular among students and professional architects 
made of white high-impact plastic with 10 different 
scales *%2” to 3” with permanent, sharp graduations 


Each is packaged in a protective clear-vue sleeve 


retail $4 00 
oa 


, mere j 


2% No. 581 STERLING'S ENGINEER’S SCALE 


A high precision scale made of white high-impact plastic 
with permanent, sharply defined graduations (from 10 
to 60) are big reasons for the great popularity of this 
item. Attractively packaged in protective clear-vue sleeve 
$00 


> Quality Guaranteed Since 1930 retail 
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NOW THEY’VE DONE IT! 


New low-cost knockdown 
TRANSFER FILES 
meet every demand! 








2 PLY 
SIDEWALLS 
4PLY FRONTS 








nx 4 STEEL ROD 
RE CUTAWAY VIEW 
SHOWS ENDURING 
CONSTRUCTION 


New “PYRAMID” Transfer Files are so easy 
to sell with this story to tell: 


STRONG double-double heavy duty corrugated. 
HANDSOME, smooth design, Pine Green color. 


LIGHTWEIGHT, easy to handle. And weight is 
important where floor load is a factor. 


SPACE SAVING when stored awaiting use. 


EASY ASSEMBLY, no tools, tape, nuts or bolts. 
Major components are securely pre-stitched. 


STACKABLE, NO SHELVING NEEDED. Enclosed 
steel rod frames add great strength, solidity. 
Designed & mf’d. by Convoy, Inc. Contact: 


LENNOX DIST. DIV. 


Shins. MASSILLON, OHIO 
bp tS 


P. O. BOX 483-A 
ENDURING STORAGE FILES SHOW BOOTH 69 
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1123 Washington Ave. 
St. Louis 1, Mo. 
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Executive Chair 476 
Stylex Seating 

Co. has released 

details on_ their 

new “Geometric 

Series” featuring 

the executive pos- 

ture chair. This 

* chair (model 950) 


was designed to 
combine ultra con- 


temporary _ styling 

. with “posture per- 
fect” comfort. The seat uses No-sag 
springs, covered with latexed sisal in- 


sulator and 1% inch thick foam rubber. 
The back rest is built of molded plywood 
and covered with 1% inches of foam 
rubber. The frame is 16 gauge 13/16 
inch square tubing. A full catalog can 
be obtained by writing to Stylex Seating 
Co., Delanco, N. J. 


Dictator Power Pack 477 
The Stenorette 

Versatile, the De- Sa 

jur-Grundig _ port- ‘ 

able dictating ma- oe 


chine can now be 
operated on 110 or 
220v 50/60 cycle 
AC current by 
means of a recent- 
ly developed AC 
Power Pack accessory. To 
AC Power Pack the 
ply removes the 
batteries, or the 





a 


the 
operator sim- 

dry-cell mercury 
nickel-cadmium _re- 
chargeable battery, and _— substitutes 
the new unit. A_ simple 30-second 
adjustment enables the user to enjoy com- 
plete mobility and versatility, in addition 
to the compatibility that is one of the 
features of the Stenorette dictation sys- 
tem. Price of the unit is $34.50. 


use 


Finger Moistener 478 
The Evans Spe- 
cialty Company, 


Inc., of Richmond, 
Va. offers a new 


larger size package 
of their “Tacky- 
Finger,” a_finger- 


tip moistener to 
speed collating and 
paper handling of all kinds. The new 
size, TF 00 size. Both packages are 
scientifically designed for easy applica- 
tion and convenience. 


Telephone Address Book 479 

A new loose leaf 
Telephone Address 
Book with space 
for area codes is 
one of two prod- 
ucts recently an- 
nounced by Boor- 
um & Pease Co., 
Box 272 Church St. 
Annex, New York 
8, N.Y. Eighty sheets of green tint bond 
paper printed in soft brown have room 








for 1,760 entries. Up to 4,400 
can be entered with extra filler sheets, 
available in packs of 80. The three 
l-inch rings hold 200 sheets and ap 
A-Z index on heavy buff paper. Pages 
are ruled for typewriters in alternating 
plain and tinted areas to make indi. 


lames 





vidual names and numbers stand out, 
The cover, stamped in gold and with 
cloth reinforced hinges, is of tough 
coated material with an attractive mot. 


tled design over heavy stiff boards. B 
& P has also added new Letter Size 
Holders and Pads to its line of viny| 
plastic Legal Pad Holders. 


Five-drawer File 480 

Haskell of Pitts. 
burgh announces 
the addition of 
new 5-drawer files 
to its lines and 
reports many new 
features. The new 
units serve as a 
major solution to 
the growing space 
problem. The five- 
drawer file is rapidly becoming standard 
equipment because it provides 25 per- 
cent more storage space with no increase 
in floor space requirements. The files 
have a fine baked enamel finish over 
rust-resistant, phosphated furniture steel. 
Improved drawer action, smooth operat- 
ing compressor with positive lock, plated, 
triple-tied cradle with eight-ball bearings 
and two floating bearings are just a few 
of the many quality features offered. The 
new file is available in legal and letter 
sizes—with or without locks—and in 
both standard and decorator colors. For 
details write to Haskell, Inc., P.O. Box 
5273, Pittsburgh 6, Pa. 





481 


Drawing Pen Set 
Alvin & Co. in- 








troduces a new 
concept in draw- 
ing pen sets. The 
#P395-C Draftech 
fountain pen set 
comes complete 
with pen, rubber nib wrench and six 


interchangeable drawing point sections, 
in line widths from superfine to extra 
broad. Filled directly from the ink 
bottle, the Draftech pen supplies an 
extra large, continuous supply of ink 
that eliminates constant refilling. A 
transparent window lets you know when 
to refill. A permanent built-in refill cap 
prevents loss. Each nib is packed in a 
color-coded plastic container, imprinted 
with exact line width. The set is 
packed in vinyl carrying case with sep- 





arate compartments for each unit. Sug- 
gested retail price is $12.95. 
For more information on New Products 


See Pages 85 and 86 
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nit. Sug: Granules and there is a Mosaic Picture. FUN - 5 plastic binding @ 120 pages. 8% x 11”. less resale 
29 No. 50K1 SCOUTS ©: = ORDER TODAY discount 
C each KIT SCHOOLS)" G 3 per carton 
Glue and SHUT-INS <2 
Granules | = jane Q Fae 
Products . ¥3} AMERICAN MAP COMPANY, INC. 
J 3 West 6lst Street, New York 23, N.Y. 
: Originators and Sole Publishers of Cleartype (R) and Colorprint (TM) Maps 
ARD WILHOLD GLUES, INC., Los Angeles 31, Calif. © Chicago 12, Ill. 
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New Low Cost 


FLEXO-SPAN 


Self-Service Island 


_— 
ae 





With 
“Diamond” Perforated 
Metal Shelving .. . 
You'll enjoy 
Plus Sales — Plus Profits 
with new low cost 


FLEXO-SPAN 
New Catalog 
Lower Prices 
On szlf-service multiple base units—sltd. 
stds.—brackets—and all other fix- 


tures and fixture hardware. 
Write today for your 


FREE 


Wholesale Discount Catalog 


ADD SALES CO. 


829 York St. Manitowoc, Wisconsin 


wall 
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ATLANTIC BINDERS 


PRESENTATION BINDERS 


ATLANTIC BINDERS 


CATALOG COVERS 


ATLANTIC BINDERS 


LOOSELEAF BINDERS 


ATLANTIC BINDERS 


PHOTO ALBUMS e SCRAPBOOKS 


ATLANTIC BINDERS 


PLASTIC, METAL OR 
POST CONSTRUCTION 





Dept. MS 


56 SOUTH 11th STREET 
BROOKLYN 11, N. Y. 
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not enough to say “my product is 
better,” Mr. Cummings said. Term- 
ing his talk a view from “The Other 
Side of the Desk,” the purchasing 
agent criticized a trend by manufac- 
turers in reducing quality to meet 
price. He challenged the industry 
to establish standards of quality as 
a basis for better trade relations, 
improved profits and better service 
to the public. 

Don Cole, Peninsula Office Sup- 
ply, Redwood City, was narrator for 
a program which included instruc- 
tion in sales management, tech- 
niques in selling seating and file 
cabinets, stock controls, and leas- 
ing. Charles A. Stewart, a repre- 
sentative of the American Institute 
of Architects, stimulated much dis- 
cussion when he gave his views on 
the practices of architects who sell 
furnishings. His suggestion _ that 
dealers should be primarily service 
and replacement sales organizations 
was disputed by dealers present. 

Each of six workshop sessions 
was well attended. Subjects includ- 
ed merchandising and promotion, 
office furniture store management, 
salesmen’s compensation and train- 
ing, freight problems and local de- 
livery, interior design and layout, 
and problems of a factory repre- 
sentative. 

Luncheon emcee Whit Groo of 
Bernhard’s, San Francisco, intro- 
duced other national officers present 
in addition to Mr. Cole, including 
Leon Grossman of Grossman’s, San 
Jose, NOFA vice president; Don 
Rosen of Don Rosen Associates, 
Los Angeles, NOFA director; and 
Frank Booz of Leakley & Booz, 
Los Angeles, chairman for NOFA’s 
1961 Western Convention. Mr. 
Booz reported plans and booth sales 
nearly completed for the Nov. 2-5 
event in Los Angeles. 

Presiding over the San Mateo 
conference was Dick Wagner; Royal 
Metal Co., president of NOFA’s 
Northern California Chapter. He 
was assisted by Bill Dipple, Larry 
Whalen, and Donna Orpin. 








“And what makes you think | need an 
intercom system? 









































Party Paper Catalog 


300 


Color dominates a new Pakay Pag 
rly 


Paper catalog supplement recently fp. 
leased by Gibson Greeting Cards, Ine, 
Cincinnati 37, Ohio. Pakay’s complete 
new seasonal lines, for every occasion 
from St. Patrick’s Day to Halloween, are 
easy to select from color views of actual 
party table settings and from individual 
photos. Designs are coordinated in nap. 
kins, plates, trays, cups, tablecloths, place 
mats, coasters, doilies, aprons and center- 
pieces. 


Contemporary Furniture 30) 

The Robert John Co., 821 N. 2nd St, 
Philadelphia 23, Pa., has made available 
a new 32-page illustrated catalog of con- 
temporary, modular office furniture, fea- 
turing the Ultra line of desks, chairs 
and tables which can be used as single 
units or in multiple groupings. Also 
shown are decorative and functional file 
cases, wall cases, credenzas and storage 
units. The catalog can be used as a 
planning piece or sales aid. 


Steel Office Furniture 302 

A new 16-page catalog of Romco steel 
office furniture features at least 90 dif- 
ferent modular arrangements of desks, 
tables, and sliding door telephone and 
credenza units. Copies may be obtained 
from the recently appointed sales man- 
ager for Romco Equipment Co., Arnold 
Storch of Storch Tepper Associates, 432 


Park Ave. So., New York. 
Drafting Furniture Brochure 303 
Stacor Equipment Co., 295 Emmet 


St., Newark 5, N. J., has published a 
bulletin on its Stacor-matic “Co-ordinate 
Group” modular drafting furniture. The 
illustrated brochure provides specifica- 
tions on 25 new Stacor-matic models in 
three basic groups—an “L” series draft- 
ing table and reference desk ensemble, 
the “D” series single unit drafting desk, 
and the “D-A” series drafting desk with 
integral drawer unit. 


Leather Goods, Novelties 304 

Artamount, Inc., 8 West 19th St., New 
York, N. Y. has just issued its new cata- 
log for 1961, featuring its line of sta- 
tionery leather goods, novelties and im- 
ported gift items. It will be sent free 
upon request. 


Desk Set Catalog 305 

The 1961-62 catalog of the New Diam- 
ond Pen Point Co. is said to feature 
many additions to its line. The New 
York company (236 Fifth Ave.) manu- 
factures onyx and marble desk sets and 
accessories. “All onyx items in our line 
are now available in our new colof, 
Mexican Magdalena Green,” it points 
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wt. “A variety ot new styles have been 
yjded, including clocks, picture frame 
cglendars, thermometers, and several new 
jesk accessories.” New Diamond adds 
hat its marble line has also been much 
panded. The catalog, of course, is free, 









lomps and Accessories 306 
Its 1961-62 catalog of contemporary 
portable lamps and accessories has just 
yen released, Nessen Studio, Inc., an- 
nounces. he firm is located at 317 East 
uth St. New York 16, N.Y. Among 
yew additions to the catalog are a 6414- 
nh torchiere in a satin-white baked 
enamel finish; a square-framed sand urn/ 
janter; and two tall (38-inch) table 
ymps featuring highly distinctive col- 
ymns of teak and rosewood, respectively. 
The catalog may be had for the asking. 





fond Samples 307 

Wausau Paper Mills Co.’s new sample 
and specification booklet on its Exact 
Bond is now available to dealers. The 
pooklet contains samples of all weights 
and finishes of the white and pastel col- 
os the company offers. Wausau says 
Exact Bond is especially processed for 
many printing applications and handles 
exceptionally well on modern high-speed 
plant and office reproduction equipment. 
The firm’s address is Brokaw, Wis. 


Metallic Glitters 308 
The catalog folder of O. E. Linck Co., 
Clifton, N. J., is now available. The 
stikingly-colored folder describes its 
complete line of metallic glitters. Displays 
racks are offered free. 


Art Materials Catalog 309 
Winsor & Newton, Inc., 881 Broad- 
way, New York City, has announced 
publication of a 1961 Catalog of Colors 
and Materials for Artists and Designers. 


The new illustrated edition has grown 
to 96 pages. 

Stock Business Forms 310 
The new Rediform§ stock business 


forms catalog, No. 61, published by the 
Stock Forms Co., lists more than 300 


stock items. It has 72 pages in full 
color and is sectionally color coded by 
key business function—purchasing, re- 


ceiving, stockkeeping, etc. A very large 
humber of new items have been added. 
Free copies are available by writing 


Stock Forms Co., Englewood, N. J. It’s 
also available imprinted with dealer’s 
name and address for as little as 20 cents 
per copy. 


Album Catalog 311 

Its new catalog is available upon 
request, reports Samuel Ward Mfg. Co. 
of 29 Melcher St., Boston 10, Mass. The 
company specializes in albums and blank 
books. In order to make it more con- 
venient, the company has followed its 


style of former years, the catalog being 
standard 11 
punched 


the 
and 


by 814 inches in size 
with three ring binders. 





1961 
Sept. 18-Oct. 18—National Interior De- 
sign Month. 
Sept. 23-26—National Stationery and 
Office Equipment Assn. convention 


The Conrad Hilton Hotel, 


exhibit, 
Chicago. 


Oct. 5-8—Eastern Regional Office Ma- 
chine Dealers Sixth Annual Conven- 
tion, Concord Hotel, Kiamesha Lake, 
N.Y. 

Oct. 1-7—National Letter Writing Week 

Oct. 13-15 — Western Office Machine 
Dealers Assn. 1961 convention, Mult- 
nomah Hotel, Portland, Ore. (Chair- 
man is E. Frank Hunt, Portland 
Typewriter Co. 


Eastern Com- 
New York 


Oct. 14-17 
mercial 
Trade 


Fifth annual 
Stationery Show, 
Show Building. 


Nov. 3-5—Western Area Convention- 
Exhibit of National Office Furniture 
Assn., Ambassador Hotel, Los Angeles 


1962 
Feb. 16-18—Western Show, National 
Stationery and Office Equipment 


Assn., Brooks Hall, San Francisco. 
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Free test sample! (| 

Dealer's inquiries // 
invited. | 


FREE 


CooO-Koee 


ma =NO FUSS—NO MESS 
= * When you use 
oF yu 
4 LINOLEUM D 
ofS 
as: Bh) 


7 Easy to apply. Pour it on — Wipe it off. 


Stubborn grit and grime. Brings back original finish. 






Order today. Money back guarantee. 


DESK TOPS LOOK BRAND NEW IN 2 MINUTES! 


esk Top Cleaner 


Contains magic miracle compound that penetrates 


1 Pint—$1.25 Doz. Pints—$12 


(WEST COAST SLIGHTLY HIGHER) 


WIEMER’S, Inc. c=. 








" 


70 Vernon Street © Bridgeport, Conn. 









SEPTEMBER 1961 





- - - for more details circle 89 on last page 


| 





THE 
FAMOUS 
ROBERTS 


{Since 1889) 


50 





The Roberts 50 triple-action numbering ma- 
chine is designed to give years of trouble- 


free service. Flick the 3-way switch and in- 
stantly you shift to consecutive, duplicate or 


repeat automatic numbering as desired. Beau- 


tifully engineered, all-steel construction, pre- 
cision-machined parts, with choice of 5 to 9 
wheels in several figure styles and _ sizes. 
You'll like the smooth solid action, the crisp 


clean impressions, the provision for retract- 


ing wheels not in use. One of a complete 


line of Roberts numbering machines world 


1889 


Division, 


famous since Write Roberts Number- 
ing Machine Heller Roberts Mfg. 
Corp., 700 Jamaica Ave., Brooklyn 8, N. Y. 


HELLER ROBERTS 


Manufacturing Corporation 


- - - for more details circle 50 on last page 
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ys 





FCARDS® 


games in new 400-F display 
feature « FLIP- MOVIE BACKS 

e THREE NEW GAMES 

the quality line 
Only 29c ‘ 


Ed-U-Cards Mfg. Corp. 
13-05 44th Ave., Long Island City 1, N. Y. 


Showroom: Room 353 « 200 Fifth Ave., N.Y. 


MANUFACTURED AND DISTRIBUTED UNDER LICENSE 
IN CANADA BY INTERNATIONAL GAMES OF CANADA, 
LTD., NEW TORONTO, ONTARIO 
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Next month 
watch for the Big NSOEA 


CONVENTION ISSUE 

















Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the magazine is issued. RATES: 30c a word, 
Minimum Order: $6.00. Names and address are to be included in the count, 
Initials or sets of figures are to be counted as one word. 

ae 





New gold plated § saaiae 





WANTED HELP WANTED 

















THOUSANDS OF DOLLARS IN EXT R 4 SALES REPRESENTATIVES WANTED 
PROFITS ARE YOURS merely by utilizing LONG ESTABLISHED MANUFACTURES 
present salesmen. It won't cost you a cent and HAS SALES TERRITORIES OPEN fo) 
you don’t have to carry any stock. Write . NEW LINE OF ATTRACTIVELY ACKAGEI 
Automated Gift Plan, Inc., 80 Park Avenue, SELF SERVICE INDEX CARDS AND FIL! 
- New York 16, N. Y 9-61 FOLDERS. ADVISE LINES NOW CARRIE) 
a TERRITORIES COVERED, ETC. BOX 4% 
a HELP WANTED MODERN STATIONER AND OFFICE EQUI 
organizer MENT DEALER, | East First Street, Duluth 
Salesmen now calling on gift were hee prio Minnesota 4 
c We are a 3l-year-old publisher of studio 
for home or office ut humorous greeting ome. 25% Eo FOR SALE 
Prepaid shipments. Fr acks, etc. Box 305 
BP nig Sealy MODERN STATIONER AND OFFICE EQU IP- 
This Gold Plated MENT DEALER, | East First Street, Duluth 2. SACRIFICING —_— 
Memo Clip makes an Minnesota. ; 1-62 2 Multiliths, 1 Model 80, 1 Mode! 1250, “lke 
excellent bill holder, Well established manufacturer of bank fixtures new 2 Folding Machines, electrically operated 
memo holder or recipe and pens introducing greatly enlarged line at “like new 1 Challenge Electric Paper Dri 
holder. It also doubles NSOEA Convention (Booth 61) seeks aggressive with stand, “‘like new 1C & P 30” Pape 
as a paper weight. An representation. Several good territories open. Cutter with 3 extra blades, manual, “‘like new 
unusually fine last Write in confidence giving lines, territory and Pioneer Electric Drill, Floor Model, “like 
minute gift item reference. Box 329, MODERN STATIONER new Reproducing Collamatic Electric Collato 
that sells on sight. AND OFFICE EQUIPMENT DEALER, 1 East with 6 stations, completely automatic, with stitch 
First Street, Duluth 2, Minnesota 9-61 ing attachment—Addressographs, Models 19% 





















ment ee 1955, 900CB, and 980B—Bates Electric Stapler 
Experienced outside salesman office supplies, sta- Geaphetypes, manual and clectric—Peas Bose 

tionery; Pennsylvania’s top Vacationland, twe Mail Machi Varitypers, Model DSJ 
hours from New York City. Draw and commis- ating * ane a pe V; — with 
‘ . . Steinhauer’s Stationery, 74 extra Type Fonts ike new _Y arityper, Mode 
Available in either sion incentives. ist Pa 9-61 4-20 with Justifier and extra Type Fonts “ik 
nickel or gold plated, Main Street, Stroudsburg, = new.” WE MUST VACATE OUR PRINTING 
bulk or gift boxed. SALESMAN—DUPLICATING MACHINES PLA BY SEPTEMBER Ist! Phone, wire o 
Immediate delivery. To take full charge of present Machine Dept write ym LOWEST PRICES IN U.S.A. AAA 
Ditto franchise already established, plus a top OFFICE EQUIPMENT MART, INC., 245 
DEALERS: send for Stencil Duplicator line to be taken on. Attractive Grand River Ave Detroit 1, Mich. Phone 
samples and prices. percentage of profit remuneration pay plan. Send WOodward 3-7635 94 
complete resume, photo experience, etc. oO ac- —— 
quaint you with our firm, we suggest you check FULL-LINE STATIONERY, OFFICE SUPPL) 
your mfrs. salesmen and Dun & Bradstreet. We MACHINE AND COMMERC IAL PRINTING 
are established over 42 years in the Wilmington business in fast growing area Virginia, volum 
a D. VAN VALKENBURG area and are one of the best known office supply over $75,000. Real opportunity. $5,000 dow: 
firms in the East Coast area. MATTHEWS Box 320, MODERN STATIONER AND OFFICE 
HOLYOKE, MASS. BROTHERS, INC., 907 SHIPLEY STREET, EOUIPMENT DEALER, 1 East First Stre 

- - - for more details circle 87 on last page WILMINGTON, DELAWARI 9-61 Duluth 2, Minnesota. 








W-2 FORMS 
Approved Federal, State and City 
wage-tax reports for 1-write oper- 
ation for NCR, Burroughs Sensi- 
matic. Also IBM Continuous, mar- 
ginally punched; and State cards. 


STOCK FORMS 


Invoices, bills of lading, purchase orders, 
reply messages, etc. You take the order, 
we fill it in your name. 
Forms imprinted or plain. 
PROMPT SHIPMENT « MILLIONS OF FORMS 
ALWAYS IN STOCK 


Excellent profits—write for PROFIT-PLAN 
now! Serving the trade coast to coast! 


APEX 99 Hudson Street 
business Systems New York 13, N.Y. WA 5-4050 


- - - for more details circle 16 on last pag? 





If You're An Average Dealer You Can 


Sell ASENTRY- 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than balf as much as average competitive 
safes, yet return you full profit. 






Big-safe features include Ver- Model S-3 Model S-C 

miculite insulation, built-in 3- sug. List Sentry S-3 safe plus con- 

ped genng = yg seen teenage! el 
ank vault 

drawers. ULC” label. Write $8995 blond wood. Suggested 

for details. list 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N. Y. 
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ina word... STRONG Te 






The Steel Framework Makes The Difference 


6 

* BANKERS BOX COMPANY 

S 2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 

Western Plant & Office 1354 SO. CLAUDINA * ANAHEIM, CALIFORNIA 
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w... Easy Mounting of All 


>\BOSTON 


PENCIL SHARPENERS 
on wood, glass, steel or 


masonry with the BOSTON 














MOUNTING KIT 





Now Boston’s all-metal Pencil Sharpeners 
can be mounted anywhere. There is a Boston 
model for every purpose and the mounting 
kit fits every one. All Boston Pencil Sharp- 
eners are guaranteed for 1 year. 


mn 
BOSIOS 
Send for catalog and price list. 


Cc. HOWARD HUNT PEN CO., CAMDEN 1, N. 4 
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Huntley 


Hodges 


Patrick 


New Frontiers in an Industry Plan for the Future 
Hear J. Howard Patrick, President of NSOEA and 
his FIVE YEAR PLAN. 


New Markets in the Automation Field 
A PRODUCT SEMINAR to tell how you can sell 
to this market. 
An APPLICATION SEMINAR to advise whether 
you should use automation as a management tool in 
your own business. 


New Products 
Over 450 manufacturers exhibiting in 625 exhibit 
rooms and booths—the largest display held any- 
where of Office Supplies, Office Equipment, Office 
Furniture, Office Machines and related items. 


eeeeeeeeeeseeeeeeeeesees 


NSOEA PRESENTS 
NEW FRONTIERS 


OFFICE PRODUCTS 
INDUSTRY 








New Convention Party—Casino Night 
Saturday, September 23rd—games, costumes, enter- 
tainment, prizes. 
Streamlined 4-Day Program 
Featuring a BREAKFAST opening on Saturday, 
September 23rd, with CHET HUNTLEY, na- 
tionally known TV commentator as guest speaker. 
The Honorable Luther H. Hodges, Secretary of 
Commerce, guest speaker at the luncheon on 
Monday, September 25th. 
Idea Exchange Fairs 
On the following subjects held concurrently on 
Monday, September 25th. 
Building Successful Sales Compensation and Incentive 
Programs. Financial Management—Self Analysis Session. 
Transportation Cost Control Workshop. How to Make 
Design Pay Off In Furniture Sales. Dealer Advertising 
and Sales Promotion. A Product Seminar on Selling The 
Automated Market. An Application Seminar on How to 
Use Automation In Your Own Business. 


Register NOW to attend this 
great Convention and Exhibit 


eeeseseereseceese 

















CONVENTION AND EXHIBIT 
ADVANCE REGISTRATION FORM 


NSOEA 1961 ANNUAL 
the 1961 CONVENTION AND EXHIBIT at 


the Conrad Hilton Hotel, Chicago, Illinois, 


Please register the following for attendance at 
September 23 - 26: 





a is enclosed to cover: (No.).............-.- Business Program ($25.00) 








LS) aimee Ladies Program ($20.00) 


Signed: 





NAME OF INDIVIDUAL 





COMPANY NAME 





STREET 





CITY AND STATE 





NATIONAL STATIONERY AND OFFICE EQUIPMENT ASSOCIATION 
740 INVESTMENT BUILDING, WASHINGTON 5, D. C. 





ee 
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ths pege is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
ive, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 30 Cram, Geo. F., Co., Inc. — Globes — 54 Hunt, C. Howard, Pen Co. — Pencil 


page 66. sharpeners — page 84. 
31 Darling, L. A. Co., Workwall Div. — 55 Imperial Methods Co. — Filing supplies 
10 Add Sales Co. — Self-service fixture — Movable partitions — page 48. — page 77. 
page 62. Dennison Mfg. Co. — Invitation to 56 Indiana Cash Drawer Co. — Cash draw- 
11 Advanco Products, Inc. — Punchless pa- show — page 49. ers — page 81. 
per holders — page 42. Dome Publishing Co. — Record books | 57 International Business Forms, Inc. — 
Airguide Instrument Co. — Weather — page 63. Business forms — page 70. 
Dymo Industries, inc. — Label-making 58 Jasper Office Furniture Co. — New 
tool — page 21. furniture groupings — page 75. 
Eastern Commercial Stationery Show — 59 K & C Metal Products Co., Inc. — Steel 
1961 Show — page 59. desk — page 77. 
Eaton Paper Corp. — Record books 60 Ketcham & McDougall, Inc. — Lamp 
page 66. with clip attached — page 72. 
‘ or 61 Kingsley Machine Co. — Monogram 
a Mfg. Corp. Games ar ong 52. 
Equipto Div., Avrora Equipment Co. A: Tie kee Sy ee 


50, 
— page 46. Lennox Distributors Div. — Transfer 


files — page 80. 
Melind, Lovis, Co. — Numbering ma 
Floralier Co., Inc. — Gift items — chine — page 72. 
page 69. Modern Steelcraft, Inc. — Files — page 
Fuller, H. B., Co. — New glue dis- 44, 
penser — page 61. National Cash Register Co, The — 
Gibson, The C. R., Co. — Wedding Baokkeeping machine — 3rd cover. 
New England Paper Punch Co. — Pa- 
per punches — page 74. 
Oxford Filing Supply Co. — Filing 
supplies — pages 4-5. 
Park Shermen, inc. — Gift items — 
page 47. 
Parker Pen Co., The Clipit Div. — 
Portable hand paper cutter — page 11. 
Parker Pen Co., The — Ball point pen 
display — page 45. 
Plymouth Rubber Co., Inc. — Rubber 
bands — page 58. 
Print-O-Matic Co., Inc., The — Show 
invitation — page 76. 
Reader's Digest — Dictionary — page 
nates tek Ge, fae, — Oroctag cide 65. 
— pege 75. Regna Cash Registers, inc. — Cash 
See roe ws 5 — Ticket 
punches — page 70. 
CorryJamestown Corp. — Office fur- Horn, W. C., Bro. & Co. — New scrap 
nitvre — 4th cover. book — page 64. 
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Pleate Print or 
Type Information ( ) Dealer ( ) Wholesaler 
( ) Other 
1 want to receive (continue receiving) MODERN STATIONER ( ) Yes ( 











Business Name..... 
Street Address. 
City 





Tell-Me-More Dept. 


MODERN STATIONER 
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ADVERTISED PRODUCTS 


77 


78 


Replogle Globes, Inc. — Globes — page 
Rowles Mfg. Co., Div. of Beckley-Cardy 
— Chalkboards, bulletin boards — page 
74, 

Royal Business Forms, Inc. — Register 
forms — pages 8-9. 

Rubbermaid, inc. — Wastebaskets — 
page 14. 

Seneca Novelty Co., Inc. — Ruler dis- 
plays — page 76. 

Sheaffer, W. A., Pen Co. — Boxed 
writing instrument merchandiser — page 
55. 

Sterling Plastics Co. — Architect's and 
engineer's scales — page 79. 
Swingline, Inc. — Stapling equipment 
— page | 

Testrite Instrument Co., Inc. — Magni- 
fiers — page 60. 

Underwood Corp. — Portable typewrit- 
ers — page 41. 

Van Valkenburg, L. D., Co. — Memo 
clip — page 84. 

Venus Pen & Pencil Corp. — Ball pen- 
cils — page 43. 

Wiemer’s, Inc. — Desk top cleaner — 
page 83. 

Withold Glues, inc. — Color granules — 
page 81. 

Wilson Jones Co. — Post binders — 
page 22. 

Apsco Products, Inc. — Pencil sharpen- 
ers — page 39. 

Alma Office Machines Corp. — Adding 
machine — page 56. 


New Products 


400 Split-Seat Secretarial Chair 


401 


New Furniture Colors 


402 Portable Auto File 


SSSSSELERESSER SESE 


Imprinted Dealer Cards 
Book Covers 

Metal Engraving Machine 
Glass Greetings 

Plastic Post Binder 
Studio Christmas Cards 
One-Design Cards 
Pocket Record System 
Duplicating Inks 
Greeting Cards 

Eraser Assortment 
Furniture Colors 

Phone Amplifier 

New Crayon Package 
Children’s Book-Greetings 
Christmas Solid Packs 
Christmas Card Rack 
Accessory Tables 
Carbon Display Package 
Portable Typewriter 
Hebrew Greeting Cards 
Boxed Loose-leaf Filler 
Pocket Sheet Protractor 
Pencil Pack, Sharpener 
Display Fixtures 
Folding Gift Wrap Rack 
Wash-Off Crayons 
Automatic Calculator 
Letter Papers 

Paper Doll Greetings 
Motel Safe 


Typing Aids 

Carbon Sets 

Restyled Record Book 
Money Exchange Indicator 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.GaR., DULUTH. MINN. 

















TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 
DULUTH 2, MINNESOTA 


Posting Tray 

Correction Paper Booklets 
New Globes 

Binder Extender Device 
Self-sticking Airmail Tapes 
Seap Grind Dispenser 
Executive Swivel Chair 
Counter Display 

Gift Wrapping Assortment 
Office Chairs 
Personalized 

improved Ball Point 
Studio Card Rack 

Letter Opener 

Imprinted Pencils 

New Matched Packaging 
One-Writing System 
Office Chair 

Improved Glue Container 
Presentation Binder 

Map Wraps 

Smoking Stands 

Men‘s Matched Accessories 
Auxiliary Folding Table 
Horseshoe Accessories 
Executive Chair 

Dictator Power Pack 
Finger Moistener 
Telephone Address Book 
Five Drawer File 
Drawing Pen Set 
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JOOKKEEPING MACHINE 
OR DEALERS! 


THE GLASS 60 
PRICES START AT $700 


You'll find the “60” easy to sell... BECAUSE: 
Now, for the first time you can actually offer a 
low-priced bookkeeping machine. 

The NEW ‘‘60” is the right machine—at the 
right time—at the right price. 

‘There’s a growing need for a simple, low-priced 
posting machine. 

*More-and-more small and medium-size busi- 
nesses are going into charge business. 

"Many businesses are using pen-and-ink methods 
which are no longer adequate. 

‘More complete, up-to-date, accurate records are 
now required. 

'The Class 60 is 2 machines in 1. Serves as a 
bookkeeping machine and an adding machine. 

* Exclusive National “Live” Keyboard makes Ac- 
counts Receivable posting as easy as operating 
an adding machine. 











YOU can install the New “60” 
minutes! 
YOU can make an important addition to your 
product line! 
YOU can increase your profits! 
YOU get free advertising, sales material, and 
personal sales assistance! 
YOUR customers will find the ‘‘60”’ easy to 
operate! (No special skill or training 
needed.) 


in less than 60 





NATIONAL DEALERSHIPS 
NOW AVAILABLE! 


Get one today. It entitles you to sell 
the NEW “60”—AND a full line of 
National adding machines, bookkeep- 
ing machines and supplies. 











For more information, just fill out and mail the coupon below. 


Me NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Adding 
Machine = Nome_ 


[J | would like more information on a National dealership. Dept. 336 


“TRADE MARK REG. U. S&S. PAT. OFF. 


MWalional* 





Sales Address_ 


ADDING MACHINES 





Dept. City_ Zone _ State_ 





1039 OFFICES IN 121 COUNTRIES © 77 YEARS OF HELPING BUSINESS SAVE MONEY 


CASH REGISTERS + ACCOUNTING MACHINES 
ELECTRONIC DATA PROCESSING 
wer paper (No Carson Reauinep) 


- for more details circle 66 on last page 





DEALER ORIENTATION MAKES THE DIFFERENCE 


WHICH DEALER WILL FIND BOB GALBREATH 
INCLUDED IN HIS SHIPMENT? 


Some day we'll slip and ship CJ Marketing Services Manager Bol Galbreath to a dealer. It’s bound 
to happen the way Bob stays constantly on top of every order going through (¢ J headquarters. 

His job is to do everything that has to be done to see that a dealer gets the right furniture in the 
right place at the right time. Bob takes that job seriously —24 hours a day. To get it done, he’s con- 
stantly on the move through every department in the office and the plant. And between times he’s on 
the phone to tell the dealers where things stand. Like everyone in the CJ organization, Bob’s total 
concentration is on the dealers’ needs and how to serve them better. 


[his is dealer orientation. This is why the Corry Jamestown dealer can count on the finest product 


in the industry supported by the most complete service possible. Why not place yourself on the receiving 


end of these important values? Write us today for information on available franchises 


CORRY JAMESTOWN 


corry, pennsyivania 


for more details circle 29 om 











